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“No other company could 


have made it so easy” 


Lake Charles, Louisiana 
April 23, 1954 


JOHN B. SANDERS Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
A former military and Springfield, Illinois 
airline pilot, John Sanders Dear O’B: 
had no sales experience It wasn’t just luck and hard work; it was Franklin 
before coming to Franklin Specials. You don’t fly an airplane for seven years 
in November 1948. and then suddenly make $10,000 the first year in 
Here are some of his business without a little help. 
accomplishments: These same Specials have made each year more 
President Lake Charles gratifying than the previous. At first they provided 
Underwriters Ass’n; the money necessary for my family needs, and later, 
V. P. Louisiana Under- they provided the money which built the Lake 
writers Ass'n; Million Charles Agency. These are the tools that attracted 
Dollar Round Table; our top flight producers, Jack Surles and Clarence 
Franklin 60 Club (sixty Thibodeaux, both members of our exclusive Sixty 
sales in sixty days) ; Club. This merchandise has enabled newcomers to 
Quality Award Winner. start right off making more than they ever dreamed 
His cash earnings by possible. 
years are as follows: And now our Specials are making it possible for 
1949 . . . $10,396.50 me to handpick a clientele for a lifetime of pleasant 
1950 . . . $10,127.79 business relationships. I am “Our Life Underwriter” 
1951 . . . $11,265.08 to more and more families in Lake Charles each 
1952. . . $13,737.77 week. Last but not least, our method of merchandising 
. . . $22,761.81 gives me the time needed for the many civic and 
business duties which I like to perform for my 
community and our industry. 
I can think of no greater accomplishment than that 
of becoming a real Life Underwriter, and I can think 
of no company that could have made it so easy for 
me to attain this goal. 


Yours truly, 
John B. Sanders 


Lhe Friendly 
IFFIRANTRILIN ILITFIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Six Hundred Million Dollars of Insurance in Force. 
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= ON THE BUSIEST CORNER Of his own home 
town—but he might as well be stranded on the rolling dunes 
of the vast Sahara. For this bewildered salesman lacks the 
proper selling tools he needs to find and hold the right 
direction. 

But how encouraging the job can be with a company 
eager to cooperate with sound, effective sales promotion. 
A good reason why you will be interested in the sales sup- 
port provided by The Union Central Life Insurance Com- 
pany. Yes, through research and testing, The Union Central 
constantly supplies its men in the field with new sales ideas 
and techniques, scientific prospecting procedures and a wide 
variety of sales presentations to fit every type of life insur- 
ance market. And the Company also provides visual aids 
and other point of sale material—whatever the salesman 
needs to help stimulate greater interest and conviction in 
his prospects. 

In addition to effective sales assistance, The Union Cen- 





tral offers other major job factors for your consideration. 
Choice of your own job location. A thorough training pro- 
gram. Opportunity for steady advancement. Sound earnings 
plus liberal retirement and pension plans. Stable employ- 
ment that does not rely on business conditions. And scien- 
tific aptitude testing to help you determine which job is 
best for you. 

Representing The Union Central—with its policies that 
take care of every life insurance need from birth to age 70 
—you can experience a deep personal satisfaction for worth- 
while service to members of your community. And you 
can look ahead to many prosperous years of independence 
and security for yourself and your family. To get all the 
facts, drop us a line and we'll be glad to arrange an inter- 
view at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 
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FOURTH in a series designed to be of service to young men contemplating a life insurance career. These advertisements appear in the Di 
magazines and life insurance trade press where young men are likely to look for information about companies and job opportunities. life an 
mY berme: 
THE NATIONAL UNDERWRITER. Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. 58th In 
year, No. 23, Friday, June 4, 1954. $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class matter share 
June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. group 
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Smaller Group 
Insurers Favored in 
U.S. Employe Plan 


Issuing Company Needs 
1% of Total Group, But 
Wide Spread is Assured 


WASHINGTON—The allocation for- 
mula under which the proposed gov- 
ernment employes group insurance 
would be spread among life companies 
gives a proportionately larger share to 
the companies with smaller amounts of 
group insurance in force, analysis of 
the bill introduced by Sen. Carlson of 


Kansas indicates. 
e @ @ 


The bill provides that the civil serv- 
ice commission shall determine a for- 
mula such that the amount of govern- 
ment group insurance any insurer 
shall have on its books shall be in 
proportion to the total amount of its 
group life insurance in force in the 
United States as of Dec. 31, 1953, ex- 
cept that in determining these propor- 
tions, that portion of the company’s 
group life in force above $100 million 
shall be reduced by 25% of the first 
$100 million of such excess, 50% of 
the second $100 million of excess, 75% 
of the third $100 million excess, and 
95% of any excess thereafter. 

There is also a proviso that the 
amount retained by or ceded to any 
company shall not exceed 25% of the 
amount of the company’s total life in- 
surance in force in the United States 
on Dec. 31, 1953. 

The procedure contemplated in the 
bill is to have the insurance purchased 
“from one or more life insurance com- 
panies” but only a relatively few 
would be eligible to act as issuing 
companies, since such a company 
would have to be licensed in the 48 
states and the District of Columbia 
and would also have to have at least 
1% of the total amount of employe 
group life insurance in force. It is pos- 
sible under the bill that a single com- 
pany may act as the issuer. 

There is no minimum amount of 
group insurance that a company must 
have in force to qualify as a reinsurer 
but it must have, on the December 31 
next preceding its election to partici- 
pate in the reinsurance, employe group 
life insurance on the employes of at 
least 25 different employers. Thus, a 
company writing largely creditor group 
could qualify on the basis of its total 
group writings provided it had 25 em- 
ploye group life cases on its books as 
of the previous Dec. 31. 

To act as a reinsurer a company 
need be licensed only in one state or 
the District of Columbia to write group 
life and accidental death and dismem- 
berment. 

In determining each company’s 
share of the total federal employes 
group program, group coverage on as- 
sociations of federal employes is count- 
ed the same as regular employe groups. 

(CONTINUED ON PAGE 19) 


Finance Committee 
Changes Insurance 
Angles in Tax Bill 


WASHINGTON—The Senate finance 
committee this week made_ these 
changes in the treatment of insurance 
in the House-passed internal revenue 
code revision bill: 

1. Restored a qualification in the 
existing law omitted in the House bill. 
Under present law, in general where a 
life insurance contract is transferred 
for a valuable consideration, only the 
consideration and subsequent premium 
payments are tax exempt. The Senate 
committee restored this provision, but 
provided that it would not be appli- 
cable “where there are legitimate busi- 
ness reasons for the transfer.” 

2. The $5,000 death benefit exclusion, 
extended by the House to include prof- 
it-sharing or stock bonus plans to 
which the employe had a nonforfeit- 
able right while living, would be fur- 
ther extended to cover lump-sum dis- 
tributions from pension plans. 

3. The House version limited the 
amount of the interest element that 
could be received tax free in install- 
ment options to $500 a year for a 
widow and $250 for lineal descendants 
and ancestors of the decendent. The 
Senate committee raised the widow’s 
exclusion to $1,000 a year and elimi- 
nated it for all others. On balance, this 
is regarded by life insurance people as 
an improvement over the House ver- 
sion. The $1,000 exclusion refers only 
to the interest portions of installments, 
since the remainder is return of prin- 
cipal and not taxable under any cir- 
cumstances. 

4. The House removed the present 
exemption for A&H benefits paid for 
by employers except for up to $100 
weekly under “qualified” plans not 
discriminating in favor of the better- 
paid employes. The Senate committee 
removed the exemption entirely for 
employer-paid plans, whether insured 
or self-insured, where benefits are to 
compensate for loss of time but there 
is complete exemption for benefits re- 
imbursing for hospital, medical, or 
surgical expense. Ho:vever, workmen’s 
compensation benefits continue to be 
tax-free whether paid for loss of time 


Kansas City Life 
Paces Stock Rise 


Kansas City Life’s stock showed an 
increase in asked price of 130 points 
during May, according to figures com- 
piled by Shelby Cullom Davis & Co., 
New York City insurance stock and 
municipal bond specialists. All but 
five of the 19 most actively traded 
stocks on the list showed increases dur- 
ing the month. Below are the bid and 
asked prices as of May 28 together 
with the increase or decrease in the 
“asked” price since May 5, the latest 
date for which THE NATIONAL UNDER- 
WRITER printed these stock figures. 









Asked 

Bid Asked Changes 

RETIRE cecsscceiesarseascescnsictaintanse 130% 132 9% 
Colonial _............. 89 92 9 
Columbian Nat'l. . 91 93 9 
Conn. General .......... 331 333 17 
Continental Assur. . 145 147 —9 
WEGRRIITIIE, cccesccaccccececseacce 64 65 —2 
Great Southern .... 57 59 -—3 

Gulf Life ............0 24% 25 1% 
Jefferson Std. .. 70 71 3 
Kansas City ............ 920 940 130 

Life & Casualty ..... 27% 28% —1% 

Life of Virginia ....... 924% 94 442 
Lincoln National ..... 262 264 11 
Monumental _ ......se000 67 69 2 
National L. & A. ..... 61 62 at 

Northwestern Nat’l. ..... 39% 40% 1% 
Southland Life ........0008 122 124 7 
Southwestern 105 3 
FEAVCIERS saccsccscoscocsasnssscseseess 1265 80 





or for medical and hospital expense. 
5. The exclusion for reimbursement 
of medical and hospital expenses 
would be extended to include expenses 
of the employe’s wife and dependents. 
The employe would not be allowed a 
deduction under section 213 of the code 
for medical expenses for which the 
employe is reimbursed by his employ- 
er 








6. A feature of the House bill that 
looked good at first was the substitu- 
tion of statutory specifications for the 
discretion presently given the revenue 
commissioner in determining whether 
or not a pension, profit-sharing or 
stock-bonus plan discriminates in fav- 
or of certain classes of employes. How- 
ever, the House version was found to 
be so impossible of stating in a form 
that would produce the desired result 
that the Senate finance committee has 
gone back to the present discretionary 
plan except that capital gains treat- 
(CONTINUED ON PAGE 20) 





Late News 





Bulletins... 








No Increase Needed in N. Y. DBL Reserves 


New York insurance companies will not be required at year end to add to 
the special reserve fund out of which allotments are drawn to pay disability 
benefits to sick unemployed. The reserve was set up to replenish the special 
fund established by the workmen’s compensation board for direct payment 
of such benefits. Under the law the restoration of the WC board fund, which 
is $12 million or twice the amount paid out to sick unemployed the previous 
year, must come from self-insured employers and insurers doing business in 


the state. 


Insurance Superintendent Bohlinger said that present reserves of $24% 


million are adequate. 


Dotson Heads State Mutual Oakland Agency 


State Mutual Life has opened an agency at Oakland with John A. Dotson, 
(CONTINUED ON PAGE 20) 


Voie on SS Bill Is 
Hard Blow to Life 


Business's Hopes 


355-8 Tally Augurs Scant 
Chance for Averting Flaws 
That Alarm Insurance Men 


The landslide proportions of the 355- 
8 House of Representatives vote on the 
social security revision bill have put a 
decided chill on the hopes of the life 
insurance business for removing some 
of the worst features from the bill be- 
fore it is finally enacted into law. 

Those working for correction of the 
bill’s faults are by no means without 
hope but they recognize that the forces 
they are opposing are even more over- 
whelming than had been realized up to 
the time of Tuesday’s vote. 

* @ o 

The only remaining basis for hoping 
for better luck in the Senate is that 
the House vote obviously reflected the 
fact that all representatives are up for 
reelection this year, whereas only one- 
third of the senators are in that spot 
and possibly enough members of the 
upper house can be convinced of the 
future trouble that is being stored up 
for the nation by passing the bill in 
its present form. 

The most objectionable features of 
the bill are that it boosts the maximum 
benefits substantially above any con- 
ceivable “floor of protection” level, 
with family benefits as high as $200 
a month, that it raises the wage base 
to $4,200, thereby sowing the seed of 
demands for still further boosts in 
maximum benefits, and that it intro- 
duces a “disability freeze” provision 
that would invite widespread abuses 
and require complex and costly ad- 
ministrative machinery. 

Carlyle M. Dunaway, counsel of Na- 
tional Assn. of Life Underwriters, in 
his talk at the recent annual meeting 
of the Virginia Life Underwriters 
Assn., vividly pictured what could 
happen to the life insurance business 
if social security benefits continue to 
be a political football. 

e @ _ 

“A solution must be found and a stop 
put to these recurring election-year 
increases in OASI benefits,” he 
warned. “Otherwise the life insurance 
man may well be on his way to join 
the village blacksmith and the dodo 
bird. We in the life insurance busi- 
ness...must take the lead in building 
a bulwark against this creeping social- 
ism—to use President Eisenhower’s 
own campaign phrase—that threatens 
to engulf our business and to destroy 
the moral fabric of our country.” 

Mr. Dunaway pointed out that the 
bill “accelerates the trend toward the 
over-expansion of the benefits, them- 
selves an invasion of the area now 
served—and served well—by life in- 
surance and other forms of private sav- 
ings.” The bill, he declared, gets-still 
further away from the original “min- 
imum layer of protection” concept and 

(CONTINUED ON PAGE 19) 
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Provident Mutual 
Gets 1954 Regionals 
Under Way inS.C. 


Provident Mutual, at its four-day re- 
gional meeting at Myrtle Beach, S. C., 
the first of four this year, devoted a 
session to sales methods at which home 
office men and agents participated in 
three panel discussions on “Simple 
Programming in Action”, “A&S Selling 
Today” and “Sales Ideas at Work”. 

President Thomas A. Bradshaw pre- 
sided at a dinner opening the meeting 
and these home office men led the 
panels: John T. Wilver, assistant man- 
ager of agencies; Everett D. Arman- 
trout, director of agency research, and 
E. Roy Hofmann, associate manager of 
agencies. James H. Cowles, vice-presi- 
dent and manager of agencies, dis- 
cussed the recent growth of the com- 
pany and the opportunities ahead. 


Panel members included Richard T. 
Wohlman, G. Roger Holt, James F. 
Sutor, William S. Mason and Thomas 
F. Irwin of Philadelphia; Paul W. 
Schenck, Greensboro; John E. Gron- 
seth, Knoxville; James M. Wings, 
Atlanta; Trevor C. Lewis and Ralph P. 
Lutz of Baltimore; Robert F. Weaver, 
Reading; and Russell C. Crowell, 
Fayetteville, N. C. 

Among ideas discussed were proving 
to the prospect not how much the 
agent knows about insurance but how 
he can solve the prospect’s problems; 
increase of life sales through sales of 
A&H; sincerity as evidenced by owner- 
ship of coverage, as an aid in selling 
A&H; maintaining contacts with pros- 
pects; keeping presentations simple; 
how business life insurance promotes 
cooperation between employer and 
employe; enhanced opportunities for 
selling business life insurance in the 
south, and present clients and pros- 
pects as sources of business insurance 
leads. 


——_ 


William Pratt Elected 


Cuna Society President 


William W. Pratt, 
executive director 
of Pennsylvania 
Credit Union Lea- 
gue, was elected 
president of Cuna 
Mutual Insurance 
Society at its an- 
nual meeting at 
Madison, Wis. Mr. 
Pratt has been a 
director since 1939 
and from 1942 to 








1951 served as cH 
vice-president. William W. Pratt 
Pension Plan Study Sees 


22 Million Covered by 1960 


Industrial pension programs may 
cover 22 million at an annual cost of 
$6.6 billion by 1960 at the present rate 
of growth, Charles L. Dearing, deputy 
under-secretary of commerce for 
transportation, declares in a new book, 
Industrial Pensions, published by 
Brookings Institution. This indicates a 
doubling of employer coverage and 
nearly a three-fold increase in con- 
tributions to funds during the decade 
of 1950-60. 

Industrial pensions are incapable of 
more than supplementing any solution 
to the national old age problem, Mr. 
Dearing says, for on the basis of an 
estimated labor force of 68% million 
workers, not more than 32% have any 


prospect of being covered under the 
system. 

Mandatory collective bargaining 
over pension benefits and their re- 
lation to federal programs for old-age 
security also are discussed in the book. 





Harry Rice Promoted 
by Colonial Life 


Harry W. Rice has been appointed 
superintendent of agencies for the 
branch offices of 
Colonial Life, ef- 
fective June 7. 

Mr. Rice was 
formerly manager 
for the company at 
Trenton, N. J., 
and his appoint- 
ment is in line 
with  Colonial’s 
program of advan- 
cing and promot- 
ing outstanding 
men within the 
company’s produc- 
ing branches to top sales managerial 
responsibilities. 

Prior to taking over the Trenton 
post, Mr. Rice was manager at Syra- 
cuse, N. Y. He joined Colonial in 1936 
at Norristown, Pa. 

An army veteran of the last war, he 
is a charter member of the Quarter 
Million Club of Pennsylvania and a 
past president of the top company 
honor club for field managers. He is 
also a director of .Trenton Life Under- 
writers Assn. 


Harry W. Rice 


Lutheran Brotherhood 
Elects Matthias V-P 


Russell H. Matthias, Chicago attor- 
ney and general counsel for Lutheran 
Brotherhood, has been elected vice- 
president of that organization at its re- 
cent quarterly board meeting. Mr. 
Matthias, member of the Lutheran 
Brotherhood board since 1939, is sec- 
retary of Illinois Fraternal Congress. 

Lutheran Brotherhood, with head- 
quarters in Minneapolis, this month 
passed the half-billion-dollar mark of 
insurance in force and has assets of 
more than $85 million. President C. F. 
Granrud of Minneapolis reported that 
the society’s life insurance sales for 
the first quarter of 1954 were 21% 
higher than for the same period in 
1953. 





Teschke, Schweibert New 


United Vice-Presidents 


United Ins. Co. elected A. H. Teschke 
and Paul W. Schweibert vice-presi- 
dents at a recent meeting. 

Mr. Teschke, formerly general coun- 
sel who joined the company in 1950, 
was also elected a director. Mr. Sch- 
wiebert, who has been actuary, joined 
United in 1947. 

Other promotions included election 
of Joseph E. Walle, who has been in 
charge of the bookkeeping depart- 
ment, as assistant secretary, and ap- 
pointment of John B. Bradfield, who 
joined United in 1953 as manager of 
the mortgage department. Regional 
Agency Director J. M. Crost has been 
transferred from the home office to 
California. 





Chicago Peterson's City 


Stanley A. Peterson, who has been 
appointed group supervisor by Paul 
Revere Life, will take up his new du- 
ties in the Chicago group office, not 
at Worcester, Mass., as was erroneously 
reported in last week’s issue. Mr. Pet- 
erson has had five years experience in 
group work in the Chicago area. 





Security Benefit 
Elects Abrahams 


J. H. Abrahams was elected presi- 
dent of Security Benefit Life at its an- 
nual meeting June 1. He succeeds R. G. 
Lewis who became chairman of the 
board to fill the vacancy created a 
week ago by the retirement of James 
M. Kirkpatrick. Mr. Kirkpatrick was 
elected honorary chairman. 

Dr. Frederic R. Stearns, medical di- 
rector, was elected a vice-president. 

Also elected to the board were five 
new directors: Dr. Franklin D. Mur- 
phy, chancellor, University of Kansas; 
E. S. Kassler, Jr., president, Kassler & 
Co., Denver, mortgage bankers; Joseph 
F. Sheen, attorney, Chicago; Herbert 
F. Laing, vice-president and treasurer; 
Dean L. Smith, vice-president and sec- 
retary. Lakin Meade, Topeka insurance 
man, was reelected as a director. 

Mr. Abrahams has been with the 
company since 1935 and was made sec- 
retary-treasurer in 1940, which office 
he held until his election to executive 
vice-president in 1953. He is a navy 
veteran of the last war. 

Mr. Abrahams stated that new busi- 
ness issued in 1953 was 50% in excess 
of that written in the previous year 
and that the first 5 months of 1954 
indicate that this year will also show 
a substantial increase. On June 1, as- 
sets of the company were approximate- 
ly $38 million and surplus funds were 
over $5,250,000. Insurance in force 
was in excess of $155 million. Over 
$109 million in benefits have been paid 
by the company since it was founded. 





McCahan Heads New 


Council on Pensions 


Dr. David McCahan, president of 
American College and professor of in- 
surance at the Wharton School, Uni- 
versity of Pennsylvania, has been 
named chairman of a 16-member pen- 
sion research council of the school, 
which includes prominent insurance 
executives and educators. 





Central Standard Life 


Names Myrehn, Naselius 


Central Standard Life has made two 
home office promotions effective June 
1. Paul M. Myrehn, formerly adminis- 
trative assistant, is advanced to agen- 
cy secretary and Keith J. Naselius, 
field service assistant, becomes editor 
of the agency publication, “The Firing 
Line.” 

Mr. Myrehn has been with the com- 
pany since 1953. Before going with 
Central Standard he was in the field 
agency office department of Mutual 
Life of New York. He is an associate 
of Life Office Management Assn. 

Mr. Naselius joined the company 
in 1949 upon his graduation from Me- 
dill School of Journalism of North- 
western University. Both men are navy 
veterans of World War II. 





Denver Nominates Bowman 


Carleton F. Bowman of Minnesota 
Mutual Life has been nominated as 
president of Denver Assn. of Life Un- 
derwriters. The election is being con- 
ducted by mail ballot. Mr. Bowman is 
the only man named for the post by 
the nominating committee. Gerald J. 
Smith of Phoenix Mutual Life was 
nominated for vice-president and Wil- 
liam S. Cooley and W. Richard Tydings 
for secretary-treasurer. Four director 
vacancies will also be filled. 


‘Real-Life’ Study 4 
Set for MDRT Meet 


The life insurance case scheduled to 
be resolved at the Million Dollar Round 
Table meeting June 15-18 at Coronado, 
Cal., as reported in the May 21 issue, 
will present instead of the usual run. 
of-the-mill life insurance case—as has 
been done at practically every life in. 
surance sales gathering in a good many 
years—a case entirely new from the 
point of preparation and audience ap- 
peal. 

So far there have been numerous 
meetings of the case study committee, 
with the end result a case which will 
take one-half of the three-day MDRT 
program. No group of this size and 
importance would carry a case study 
to this extent if it were not the nearest 
thing to real-life selling technique. 

To give some idea of the thought 
behind this innovation, it is only to be 
remembered that real experts in mo- 
tivating production are arranging the 
case study. Laflin C. Jones of North- 
western Mutual Life, who is already 
well-known in the business for his 
life insurance plays, is arranging the 
case presentation along with two other 
experts from New England Mutual Life 
—wWarren Bacon, supervisor of sales 
promoticn and Robert Lawthers, direc- 
tor of benefits and pensions. To give 
the family picture side of the case 
study there will be Mr. Lawthers and 
Virginia Carrol of Connecticut Mu- 
tual, who is shortly leaving the com- 
pany to go on the stage professionally. 

oe @ e 

Coordinating the necessarily down 
to earth but highly professional dis- 
cussion will be John Todd of North- 
western Mutual Life, Chicago, former 
MDRT chairman, who will act as nar- 
rator and aide de liaison for the 
participants and the audience. 

To aid the audience in the “brain 
picking” of the insurance experts, dur- 
ing the case there will be constructed 
a 40-foot sign containing charts ex- 
plaining the presentation. 

Another feature of the round table 
meeting will be a panel emphasizing 
basic selling techniques entitled “Mil- 
lion Dollar Profiles.” 

This is scheduled for the final day 
of the session with William T. Earls 
of Cincinnati and immediate past 
chairman of the MDRT, serving as 
moderator. 

In announcing this phase of the 
MDRT 1954 program, G. Nolan Bear- 
den of Beverly Hills, national chair- 
man of the organization, said that 
members of the panel will include 
some of the most interesting person- 
alities in the life insurance industry. 
All will be brand new on the MDRT 
program. 

One of the panel members, Richard 
W. Campbell of Altcona, Pa., is a many 
times leader of Fidelity Mutual; an- 
other, O. Alfred Granum of Amery, 
Wisconsin, is one of the outstanding 
younger producers of Northwestern 
Mutual. A third is C. H. Killen of San 
Antonio, Tex., a New York Life com- 
pany leader. Finally, is H. G. Horn 
from Portland, Ore., a leader in sales 
for the past 12 years for Business 
Men’s Assurance. 





Contests Ex-General Agents’ Suit 


Columbian National Life is contest- 
ing the $130,000 damage suit brought 
against it by W. Dan Wilbanks, former 
company general agent at Tulsa. Al- 
leging the company circumvented its 
contract agreements, Mr. Wilbanks is 
asking physical damage to his business 
of $80,000 and punitive damages of 
$50,000. 


June 4, 
—— 
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s has between 300 and 400. Mr. Parker said most of Guardian’s key 
Bureau Panel Answers Questions on If the benefits of key man coverage man insurance is paid by the corpora- 
et are payable to the employer, whether tion with benefits going to employes. 
duled to a by third — oo or ee oe pa — piri if me — 
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ir Round How lo Get and Keep A&H Business i ete for income tax purposes, ductibles or long waiting period forms. 
oronada, ; ‘ ; ’ though he can if the benefits are pay- On key man insurance, yes, he said. 
21 issue, NEW YORK—Some interesting con- proach. It is not an opportunity for able to the employe, it was brought One trouble with key man insurance 
ual run. Jirasts in methods of securing A&H mass sales; the key men must qualify yt, is that the man who asks for it or 
—as has |pusiness were brought out by the panel physically. But casualty local agents ‘ e e pushes for the plan is often impaired. 
life in. Jon agency management problems dur- especially find it a good way to serve The maximum weekly indemnity It may be the president. Mostly such 
od many jing the educational seminar here that their commercial accounts and develop written for key men is $125 for his insurance is sold for the purpose of 
rom the | was sponsored by Bureau of A&H Un- additional A&H. The great majority of company, Mr. Larson said. salary continuance. 
nce ap- |derwriters. For example, life com- his group’s sales in this field run three Mr. Jones agreed that key man cover What about frill coverages, such as 
panies that have used special repre- or four persons to the case, though one offers a big opportunity to salesmen. (CONTINUED ON PAGE 16) 
umerous | sentatives, or, as they are called in the 
nmittee, | casualty business, special agents, have 
ich wil] | found their efforts effective, but the 
‘ MDRT { life business still seems to regard them 
ize and Jas novel and unproved but promising 
e study | means of promoting this business, es- fi 
nearest | pecially the life insurers that are young : ‘ , 
ique. in the A&H field. ; : y 
thought Members of the panel were Rudolph 
ly to be |C. Larson of Aetna Casualty, Wesley NAL || Fined YOUR place i in the sun- = 
in mo- | Jones of Mutual Life, Raymond B. \\e wieeope oe 
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ual Life 
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former | the company’s business; physicians 
aS nar- | and surgeons, 8.6%; merchants, 7.5%; 
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nding G. S. Parker of Guardian Life sug- Many Other Agency Building Helps 
estern | gested the company get the corporation 
of San | to sign the application. He did not PLUS 
com- | think the Possibility that the corpora- 
Horn | tion, which is usually the beneficiary Home Office Field - Help in 
| sales | in these cases, would dissolve poses 
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r. Anderson said he doesn’t favor 
=e ped man cover so the corpora- | Building YOUR AGENCY 
anit on is the beneficiary. The firm is | Ww W Nl y 
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. eral sessions will open June 13 in the terloo, Iowa; Dwight Meade, Pacific e « 
Inter national A & H Hotel Fontenelle. Mutual, Seattle; Eugene Boisabim, Sees M ajor M edical 
A special feature will be a Tuesday General American, St. Louis; Travis 2 a 
Agenda Is Prepared morning panel on cooperation of trade Wallace, president, Great American AS Big F actor In 


Eighteen speakers on sales subjects, 
a western chuck-wagon steak fry, and 
a special section for members at the 
races will highlight the five-day an- 
nual convention of the International 
Assn. of A&H Underwriters in Omaha. 
Opening with a directors meeting June 
12, the meeting will close with lunch- 
eon June 16. Registration for the gen- 


associations in public relations. Par- 
ticipants will include representatives of 
NALU, LIAMA, ALC, Institute of Life 
Insurance, Bureau of A & H Under- 
writers, and H & A Conference. The 
panel will be moderated by Leonard 
McKinnon, McKinnon & Mooney, Flint, 
Mich., International vice-president. 
Among speakers already scheduled 
are Chester Elson, Mutual Benefit, Wa- 











We tip our hat 







For 1953 gains over 1952 


There is no greater company reward for the past year’s en- 
deavors than to be able to pay public tribute to our field force 
for “a job well done.” We are very proud of our agency organiza- 
tion. It is gratifying to know that their accomplishments have 
given each man a sense of satisfaction — as well as a handsome 
remunerative return proportionate to the part he played in 


achieving this record. 
Percent of Gain 


Written 16.2 

Paid-For 19 

Premiums 10.6 
If you are “eyeing” new horizons it Insurance in Force 8.5 


might pay us to discuss what we 
have to mutually offer each other. 
Correspondence will be held strictly 
confidential. 
Address: Russell S. Moore, 
Manager of Agencies 


AGENT and AGENCY OPPORTUNITIES 
are still available in a few select loca- 
tions in the following states: Ohio, 
Pennsylvania, New Jersey, West Vir- 
ginia, North Carolina, Kentucky, In- 
diana, Illinois, Michigan, lowa, and 
California, 


The MIDLAND MUTUAL Life Insurance Cr. 


250 E. Broad Street, Columbus 16, Ohio 











Reserve; O. K. Johnson, BMA, Kansas 
City; Albert Wohlers, Youngberg-Carl- 
son, Chicago; William Washburn, pres- 
ident, American Health, Baltimore; 
Howard Nevonen, Washington Nation- 
al; Ralph Knobblock, vice-president, 
Washington National; J. E. Hellgren, 
3rd vice-president, Lumbermens; and 
R. W. Osler, vice-president, Rough 
Notes Co. 

Several other speakers are yet to be 
announced by Ray K. Wicker, World 
Insurance, and William Reinsh, Massa- 
chusetts Bonding, both of Omaha, co- 
chairmen of the convention. 

Leading Producers Round Table 
awards will be made by R. L. McMil- 
lon, BMA, Abilene, Tex., co-chairman 
of the organization, and the associa- 
tion’s annual “Man of the Year’ desig- 
nation will be awarded by Tom Calla- 
han, Time, Milwaukee, current presi- 
dent of the International, who will also 
present the new officers. 





Travelers Expands 
Florida Operations 


Travelers companies are opening a 
new branch office in Miami in the 
Ainsley building, 
14 Northeast First 
avenue, as a result 
of the rapidly ex- 
panding business 
development in 
the area. 

The new office 
will be a direct re- 
porting office for 
life, accident and 
group lines and 
will supervise 10 
counties. The rest 
of the state will 
be supervised 
from Jacksonville. 

Malcolm W. Dunlevie has been ap- 
pointed manager for the life, accident 
and group department. He _ joined 
Travelers as a field supervisor at At- 
lanta in 1949, was made assistant man- 
ager two years later and moved to 
Miami in that capacity in 1953. 

Other personnel include Ward A. 
Crane, assistant manager; W. Rogers 
Primm, Jr., group supervisor; Mrs. 
Elizabeth Braendle, assistant office 
manager; and Howard J. McLaughlin, 
manager of the claim department. 


Buffalo CLUs Elect 


Buffalo CLU chapter has elected 
Jaques M. Stryker, Massachusetts Mu- 
tual, president; Bernard B. Hoffman, 
Manhattan Life, vice-president; Albert 
Felmet, Lutheran Mutual, secretary; 
Joseph N. Desmon, John Hancock, 
treasurer, and these directors: Rich- 
ard E. McCord, New England Mutual; 
John T. Barton, Prudential, and 
Chauncey D. Cowles, Jr., Northwestern 
Mutual. 





W. Dunlevie 


Malcolm 








Driver Pilot Life Manager 


Ralph L. Driver has been appointed 
district manager at Columbia, S. C., 
for Pilot Life, succeeding Virgil L. 
Nivens, who has been transferred to 
Charlotte. Mr. Driver formerly was 
at Goldsboro for the company. He rep- 
resents the North Carolina Assn. of 
Life Underwriters as committeeman 
in NALU. 





Sweeney Caps Literary Pen 
Clarence S. Sweeney, general agent 
for State Life of Indiana at Indianapo- 
lis, has given up his duties as editor 
of its bulletin. Mr. Sweeney has edited 
460 of the last 464 monthly issues. 


Winning the Public 


NEW YORK—The more rapidly 
sound major medical coverage can he 
put in force, the more certainly wil 
the insurance business have demon. 
strated what it is so well equipped to 
do in meeting the unprecedented chal. 
lenge to serve the people in the field 
of A&H, said Morton D. Miller, associ- 
ate actuary of Equitable Life of New 
York, at the educational seminar of the 
Bureau of A&H Underwriters. 

“The companies now writing major 
medical are more than ready to make 
available to others what has been 
learned from the experience so far,” 
he said. “I urge other companies to 
accept the challenge here presented 
and to join us in this field.” 

Mr. Miller said claims actually paid 
confirm the need for major medical, 
Equitable has paid several claims un- 
der its original type of policy that have 
run to the maximum benefit limit of 
$5,000. In one of these claims the in- 
dividual’s total expenses were more 
than twice the limit. The average 
claim under the $500 deductible policy 
is $536, “demonstrating clearly that 
we are making benefit payments of fi- 
nancial importance to the individuals 
affected.” Indications are that under 
a $500 deductible plan at the ages cur- 
rently insured about 11% claims will 
occur each year for each 100 persons 
covered, including children. 

Equitable watches out for over- 
charging. There haven’t been many 
cases. Often investigation shows a 
charge that looks too high to be ac- 
tually reasonable in the light of the 
standing of the professional people in- 
volved and the income of the person 
treated. 

Major medical has evoked much in- 
terest and attention, said Mr. Miller. 
It’s getting much better understood 
both by the public and the agents, de- 
spite its novelty. Equitable is getting 
applications for new policies at the 
rate of 200 a week but is pushing 
strongly to boost this figure, one step 
being a nation-wide advertising cam- 
paign. 

Coverage for more than one person 
is provided under 70% of Equitable’s 
major medical contracts, showing the 
relative importance of family coverage. 
The average age of adults is 41 and 
the average annual premium is $82. 
Salaried employes account for 30% of 
applications, individual proprietors and 
professional people for 22% _ each, 
salesmen and housewives for 7% each. 
The trades and students constitute 4% 
each and farmers 3%. The median in- 
come of those covered is about $850 a 
month, and the company is “delighted” 
to see as many as 15% of the appli- 
cants with incomes of less than $400 
a month. 





Medical Plan Fight Due in AMA 

The Tennessee plan for providing 
medical treatment for low-income vet- 
erans will be proposed by Dr. Harrison 
H. Shoulders of Nashville, former 
president of American Medical Assn., 
at the A.M.A. meeting June 20-25 in 
San Francisco. New York State Med- 
ical Assn. has, by resolution, termed 
the plan “clearly socialized medicine,” 
and will oppose it. The Tennessee plan 
would have the state government pay, 
for those eligible, premiums on prepaid 
medical and hospital care. 





Chicago Claim Assn. has scheduled 
its annual golf outing for June 9 at St. 
Andrews country club. 
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So 


Industrial business is in the para- 
doxical situation of showing a 2% in- 
crease for April and holding virtually 
even for the first four months while 
at the same time showing an increasing 
Japse ratio. Because industrial opera- 
tions reflect such a broad expanse of 
pusiness, the conflict in trends be- 
tween production and persistency has 
caught the attention not only of offi- 
dials of combination and _ industrial 
companies but of ordinary companies 
as well. 

Obviously, the same factors are at 
work here as are causing the 32% rise 
in new policy loans for all life com- 
panies reported by the Institute of 
Life Insurance for the first quarter of 
1954. Increased policy loans are in- 
evitably followed eventually by in- 
creased surrenders. The marked rise in 
new policy loans was taking place 
while ordinary sales were increasing 
and while an all-time record was being 
set for the sale of new ordinary insur- 
ance in March. 


The paradox of steady or increasing 
sales of industrial while lapses con- 
tinue to climb seems due to the spotti- 
ness of the recession that has been oc- 
curring. The recession has hit some in- 
dustries some of the time but luckily 
it hasn’t hit all of the industries all of 
the time, which was almost what was 
happening in the worst of the depres- 
sion of the 1930s. 

The result has been that in some 
industries many employes have been 
thrown out of work. What has hap- 
pened far more widely is that factories 
and businesses experiencing reduced 
sales have tried to keep as many as 
possible of their people on the job by 
discontinuing all overtime work. 
Where lay-offs could not be avoided 
the natural course was to let the mar- 
ginal workers go and keep the more 
valuable employes on the job. 

Among the marginal workers, of 
course, would be found an unusually 
high concentration of persons with 
enough surplus income to swing a mo- 
dest amount of industrial insurance 
while working but with little or no 
resources to continue paying premiums 
after being laid off. The more assid- 
uous the job done by the debit agent 
in selling insurance to everybody who, 
on the basis of his current employ- 
ment, could afford to buy, the more 
vulnerable such business can be ex- 
pected to be to lay-offs and elimina- 
tion of overtime pay. 


Study of the records indicates that 
in a good many cases the policyholder 
was oversold. While money was flow- 
ing in freely, people were buying auto- 
mobiles, television sets, and household 
appliances with a relatively free hand. 
Many bought insurance in the same 
way. There was not enough stress on 
the continuing nature of the obligation 
that was being assumed. With the ben- 
efit of hindsight, it is possible to see 
that in many cases more care should 
have been taken to fit the policy to 
the buyer’s needs and, probably more 
important, to convince him that he 
was buying something not just for 
amusement or convenience but as 
emergency protection not to be blithe- 
ly sloughed off when money got tight 
but as something to cling to as being 
€ven more necessary in bad times than 
In good. 

What does the industrial lapse situa- 
tion portend for ordinary? The rise in 
hew policy loans gives an indication. 





Rising Lapse Ratio in Industrial Seen 
asOmen for Ordinary in Months Ahead 


The reaction in the ordinary branch 
will probably be less marked than in 
industrial, partly because the typical 
ordinary buyer is less likely to be laid 
off or affected by absence of overtime 
pay, and partly because the ordinary 
officials and agents, warned by what 
is happening in industrial, have more 
time in which to take whatever coun- 
termeasures are available to them. 
Some ordinary policies, of course, 


are doomed, mainly because of having 
been sold on a fair-weather basis, with 
not enough emphasis on the purpose 
for which they were bought. Insur- 
ance bought because the buyer hap- 
pened to have a little extra income or 
because it “seemed like a good idea at 
the time” is going to have a rough time 
surviving when money becomes less 
plentiful. 

Unless we are in for a far more gen- 
eral recession than anybody is predict- 
ing, it seems safe to predict that most 
life insurance that was soundly sold to 
cover the prospect’s needs—needs of 


which the agent has made the buyer 
acutely aware—will stay on the books. 
The policyholder who bought careful- 
ly, thoughtfully, and with a sober 
realization that at best it will be none 
too much to take care of his family, 
is going to make other financial sacri- 
fices before giving up his life insur- 
ance program. Unfortunately, how- 
ever, it appears inescapable that some 
of the “easy on” business is going to 
go off in the months ahead for the 
same reason that such business is being 
lost by the companies writing indus- 
trial. 








Love and protection 
go hand in hand! 


This Great-West Life poster appearing in 60 cities and towns in the United States and 


Canada during 1954 is a reminder of the first responsibility of life insurance— 


to provide security and protection for that most important of institutions—the family. 


Designed for the support of Great-West Life representatives, the message “Love and protection 


go hand in hand” will be seen and understood by millions of people. 


Thus, the sales efforts of Great-West Life representatives throughout the United States and 


Canada are assisted and stimulated by outdoor advertising. 
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List Winners of Special Award for 10-Year Members 





|0,700 TO GET NQA FOR 1953 BUSINESS 


A record number of U. S. agents, 
more than 10,700, will be given the Na- 
tional Quality Award this year, it has 
been announced by LIAMA and NALU, 
co-sponsors of the award. This exceeds 
by about 800 the number of qualifiers 
in 1953. NQA winners represent 180 
life companies. The company with the 
most qualifiers is Prudential with 
1,056. 

Figures on Canadian NQA qualifiers 
are not yet available but it is believed 
they will show a considerable increase 
over last year. 

A special plaque is being awarded 
this year to 485 agents who have quali- 
fied for the N@’A for each of the 10 
years in which the award has been 
given. 

Qualificaticn rules for U. S. agents 
were: persistency record on Dec. 31, 
1953, of at least 90% by amount or 
number of lives on ordinary paid 
business of 1952 and 1953 not termi- 
nated except by death or term conver- 
sion; on a minimum of $150,000 pro- 
duction on at least 15 lives in each of 
the two years; and a two-year record 
as a full-time life agent as the basis for 
measuring the above persistency; and 
membership in the local underwriters’ 
association. 

The names of the 10-year qualifiers 
are: 

Acacia Mutual: A. L. Larsen, Denver. 


Aetna Life: W. G. Adams, Toledo, H. B. Allis, 
Little Rock; W. N. Boyd, Seattle; J. H. Carson, 


Atlantic Life: Clayton Demarest, Jr., Balti- 
more; R. N. Flickinger, Norfolk; 3. T. King, 
Jr., Richmond; H. F. Sharp, Richmond. 

Bankers of Iowa: D. G. Ball, Madison; 
A. P. Colburn, Waverly; R. H. Creed, Wichita 
Falls, Tex.; P. O. Day, Toledo; D. 1.. Donahue, 
Huntington, W. Va.; C. S. Huffman, Blue 
Mound, Ill.; A. C. Johnston, Hovston; E. F. 
Maxwell, Detroit; A. H. Neuhaus, Milwaukee; 
R. S. Pickford, Cedar Rapids, Ia.; J. M. Sisk, 
Milwaukee. 

Bankers National: Michael Hanin, Pottsville, 
Pa. 

Bankers of Nebraska: 
Neb. 

California-Western States: Sol Minzer, Dallas; 
R. V. Waln, Cheyenne. 

Canada Life: F. J. Osander, Minneapolis; F. 
W. Ries, Pittsburgh. 

Connecticut General: P. B. Brennan, Ma- 
lone, N. Y.; H. J. Curtis, Detroit; D. B. Thomas, 
New York. 

Connecticut Mutual: D. K. Beard, York; J. H. 
Black, Jr., Terre Haute; R. S. Caulkins, Cleve- 
land; J. H. Collison, Jr., Baltimore; J. E. 
Driscoll, Holyoke; T. E. Epos, Wilson, N. C.; 
P. G. Gillmore, Pasadena; F. R. Griffin, Jr., 
Philadelphia; W. H. Gruner, Rockford, I11.; 
James Holland, Savannah; J. B. Jouvenat, 
Pasadena; E. T. Kirtz, Cleveland; R. H. Mate, 
Lansing; S. R. Mickle, Charlotte; B. M. Miller, 
South Haven, Mich.; D. C. Newton, Syracuse; 
W. R. O’Brien, Cleveland; Giulio Pontecorvo, 
New York; M. F. Rey, Buffalo; C. M. Rhodes, 
Paducah, Ky.; R. E. Scott, Kalamazoo; P. L. 
Bealy Smith, Atlanta; L. D. Stark, Houston; 
H. E. Stein, Burlington, Ia.; C. A. Thorpe, 
Atlanta; C. T. Trolin, New Haven. 

Crown Life: H. K. Mendelsohn, Detroit. 

Equitable of Iowa; A. H. Allison, Philadel- 
phia; C. J. Amstutz, Youngstown; L. J. Beau- 
cage, Portland, Ore.; D. H. Edwards, Cleveland; 
H. R. Fleck, Albany; H. L. Hodgen, South 
Bend; R. D. Housh, Kansas City, Mo.; W. E. 
Lowenberg, Fort Madison, Ia.; V. J. Rose, Seat- 
tle; R. H. Sheldon, Los Angeles; W. B. Strief, 


Carl Lutz, Fairbury, 





Seattle; H. G. Feldman, Pittsburgh; E. A. Des Moines; J. M. Utter, Seattle; P. B. Caster, 
Inkley, Cleveland. Cleveland. 

when you 

see 


this sign.... 





He's 21. He's optimistic and ambitious. He’s ready to 
listen to MASTERPLAN. 


Bill's annual premium is just $276.90. 

The face value of his policy is $10,000. At 39, Bill’s 

policy is paid-up. Or the year is 1974. He’s had 20 years 
of protection and now has $2,000 in cash he can 
withdraw. If he does, his full $10,000 estate still continues 
in force... at greatly reduced rates. If Bill pays 

premiums until 57, he will have paid in $9,968.40. At 65 
he receives $18,000 (including dividends)... clear profit 
, in addition to having enjoyed at 
least $10,000 of insurance protection for 44 years. 


to Bill of $8,031.60, 


Extraordinary case? 


And these are just a few of the many unique features 
of MASTERPLAN—a Complete Insurance Program 


wrapped-up in one 


Frank Vesser, Vice 


one of the nation’s leading 
ST. LOUIS, MO. 








For further information about MASTERPLAN write 


General American Life 


.-» NO! Exceptional benefits? .. . YES! 


simple, easy to sell package. 


President 
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Equitable Society: N. E. Backhaut, 
York; C. Bader, Olympia, Wash.; 
Brock, Winston-Salem; J. C. Clasper, Chicago; 
W. R. Claterbos, Vancouver, Wash.; M. H. 
Cohen, New York; B. I. Herman, Coraopolis, 
Pa.; W. C. Hurley, Saginaw; J. L. Lee, Port- 
land, Me.; C. F. Leef, Washington, D.C.; C. F 
Lutz, Cleveland; W. A. Miller, Lincoln; M. 
Rapaport, Bangor; R. L. Short, Cedar Rapids, 
Ia.; E. P. Steel, Trenton; H. E. Wirsing, New 
York; R. E. Johnston, St. Louis. 

Fidelity Mutual: R. R. Bisbing, Allentown; 
C. E. Butler, Chicago; R. W. Campbell, Al- 
toona, Pa.; N. G. Caputi, Providence; C. K. 
Gordy, New Haven; T. Martin Green, Balti- 
more; G. Anthony Hatzes, Washington, D. C.; 
J. C. Hupp, Fairmont, W. Va.; C. A. Kratz, 
Baltimore; C. B. Metheny, Beaver Falls, Pa.; 
J. J. Norton, Bloomington; Henry Tecklenburg, 
Charleston; O. R. Walker, Louisville; Paul 
Wechsler, Sr., Philadelphia; B. C. Wharton, 
Harrisburg. 

Franklin Life: E. F. Hord, St. Joseph, Mo. 

General American: Adam_ Rosenthal, 
Louis. 

Great National: E. O. Choice, Dallas; P. J. 
Rutledge, Austin. 

Great-West Life: E. W. 
R. C. Frasier, Chicago. 

Guarantee Mutual: H. G. Spearow, Sidney, 


New 
Cc. 


St. 


Finberg, St. Paul; 


Neb. 

Guardian Life: F. C. Brinkmann, Jr., 
Shreveport; Barney Copeland, Birmingham; 
J. M. Ejisendrath, New York; W. Fane, 


Shreveport; H. T. Green, Atlanta; G. E. Hack- 
mann, Jefferson City, Mo.; B. L. Hundley, 
Detroit; L. B. Lasko, New York; T. J. Miles, 
Tampa; C. J. Schneider, Indianapolis; L. W. 
Wagenheim, New York. 

Gulf Life: H. L. Cooper, Jacksonville. 

Home Life of New York: S. Albert, 
Springfield, Mass.; S. I. Cundey, New York; 
E. F. Davy, Salt Lake City; Frank Friedler, 
New Orleans; E. T. Holland, New York; K. E. 
Lake, Salt Lake City; Leo Minuskin, Paterson; 
J. A. McKnight, Grand Rapids; F. S. Resh, 
Washington, D.C. 

; Imperial of Canada: W. T. Tailby, Los Ange- 
es. 

Indianapolis Life: Finck Dorman, Houston; 
Nate Kaufman, Shelbyville, Ind.; H. M. Marks, 
Fort Worth; H. B. Veazey, San Antonio. 

Jefferson Standard: W. H. Andrews, Jr., 
Greensboro; J. T. Comer, Gastonia, N.C.; 
M. A. Rosoff, Philadelphia; M. S. Sturm, 
Greensboro. 

John Hancock Mutual: R. J. Casey, Mt. Ver- 
non, N. Y.; B. D. Chace, Rochester; C. E. 
Drury, Jr., Dayton; W. R. Gardner, Richmond; 
J. R. Jones, Indianapolis; M. D. Worrell, Okla- 
homa City. 

Kansas City Life: Z. A. Moore, Amarillo; 
T. G. Spencer, Oklahoma City; Esther Wray, 
Oklahoma City. 

Life of Virginia: M. H. Webb, Jr., El Paso. 

Lincoln National: J. M. Abramowitz, Balti- 
more; S. M. Abramowitz, Baltimore; H. W. 
Arnstine, Cleveland; F. B. Hall, Fort Wayne; 
A. L. Hallenberg, Louisville; L. G. Rupert, 
Kansas City, Mo. 

Manufacturers Life: H. F. M. Gremel, Sagi- 
naw, Mich.; E. A. Hamm, Fort Huron, Mich.; 
M. C. Palach, Saginaw. 

Massachusetts Mutual: Arthur Brown, San 
Francisco; F. E. Cavette, Peoria; F. T. Chase, 
Indianapolis; E. A. Coyle, Pittsburgh; R. A. 
Dutton, Niagara Falls; L. B. Eby, Detroit; T. 
W. Evans, Cincinnati; G. M. Galt, Pittsfield; 
T. M. Green, Oklahoma City; J. R. Humphries, 
Chattanooga; W. H. Jenkins, Los Angeles; 

. J. Katz, Rochester; F. D. Murphy, Cham- 
paign, Ill.; E. C. Noyes, Akron; T. Loehl O’- 
Brien, Washington, D.C.; N. G. Patrick, Oma- 
ha; C. Prahl, Milwaukee; A. J. Saum, 
Evansville: E. W. Silcher, Portland; Abe Suher, 
Springfield, Mass.; L. G. Thebaud, Buffalo; 
C. R. Warren, Oklahoma City; F. H. White, 
Buffalo; L. R. Woods, St. Louis; B. H. Wulfe- 
koetter, Cincinnati. 

Metropolitan Life: S. L. Birnbaum, Newark; 
A. J. Pohle, Lakewood, O. 

Midland Mutual: L. B. Breneman. Lancaster. 

Mutual Benefit: H. S. Berger, Canton, O.; 
E. R. Crown, Nashua, N.H.: I. T. Carrithers, 
Cedar Rapids, Ia.; F. L. Crowell, Norwich, 
Conn.; W. H. Farmer, Cleveland; A. Robert 
Groenke, Cincinnati: John Howard Hanway, 
New York: J. D. Hibbard, Grand Rapids: W. 
H. King, Lima, O.; A. H. Kollenberg, Grand 
Rapids: E. F. Lion, New York; M. M. Mat- 
son, Cleveland; R. F. Mellor, New York; 
R. H. Moore, Lansing; R. E. Olmsted, Provi- 
dence; A. R. Raynor, Utica: G. M. Schoener, 
Muskegon, Mich.: A. I. Stix, Jr.. St. Louis: 
H. W. Storer, Chicago; Sidney Weil, Cincin- 
nati: E. C. Wood, New York: P. Y. Wright, 
Cincinnati: W. E. Wright. Toledo. 

Mutual of New York: W. J. Brown, Miami: 
H. R. Dailey, Elmira; C. T. Knox, Buffalo; 
M. E. Robkin, Atlanta; Frank Taylor, Tacoma; 
H. L. Wickstrand. Seattle. 

Mutual Trust: C. J. Homann, Madison. 

National of Vermont: A. L. Beck. Buffalo; 
D. L. Crockett, Auburn, Me.; F. T. Fenn. Jr., 
Hartford: C. G. Raymond, Tacoma: H. J. 
Savitch. Binghamton. 

New England Mutual: F. H. Bunnell, Rich- 
mond; E. E. Harkness, Hartford; M. J. Ladd, 
Boston; David Marks, Jr., New York: R. A. 
McKean, Jr., Pittsburgh: A. F. Parker. Port- 
land: J. J. Polachek, Pittsburgh: M. A. Samuel, 
Portland: C. F. Thomovson, Stockton, Cal.: R. L. 
Weid, Sacramento: 1D. L. Williams. Richmond. 

New World Life: G. J. Brunner, Minneapolis: 
M. G. Mattos. Los Banos, Cal.; J. L. Pinkerton, 
Yakima, Wash. 

New York Life: S. T. Barnes, Orlando: T. A. 
Barnett. Uniontown. Pa.; E. H. Blackwood, 
Alexandria. La.; C. F. Cangelosi. New Orleans: 
B. M. Chaitman. New York: Irving Freed, New 
York: G. T. Ganey, Kenmore, N.Y¥.: P. J. 
Hartley, San Diego: C. R. Howard. Buffalo; 
George Jamesson, Buffalo: R. L. Leitman. De- 
troit: L. L. Lifshev, New York: Milton Man- 
heimer, Cincinnati; D. M. Mitchell. Wichita: 
E. M. Morgan. Jacksonville: R. C. Mueller, 

(CONTINUED ON PAGE 15) 
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Mutual Names Learson 
Head of Module Staff 


Richard J. Learson has been ap. 
pointed vice-president for module op. 
erations of Mutual of New York. Vin. 
cent F. Lechner, office manager, suc. 
ceeds Mr. Learson as vice-president for 
office operations. 

E. C. Danford becomes manager of 
module sales and Richard B. Thomp. 





R. J. Learson V. F. Lechner 


son has been named director of mo- 
dule sales. Module was devised for 
small employe groups, 10 or more per. 
sons. 

Mr. Learson has been in insurance 
since 1926. He joined Mutual in 1950 
as associate manager of selection and 
was advanced to vice-president of of- 
fice operations in 1952. 

a es e 

Mr. Lechner joined the company as 
a messenger in 1915, was named assist- 
ant treasurer in 1941, associate comp- 
troller in 1946, and manager of office 
operations in 1952. 

Mr. Danford started with the com- 
pany as agent in Ohio in 1935. After 
military service he was assigned to 
the home office as a member of the 
field training staff, later went to the 
company’s Cleveland agency as man- 
ager and, in 1951, returned to the home 
office as superintendent of agency de- 
velopment. He became assistant man- 
ager of sales in 1952. 

Mr. Thompson began his career in 
1933, joined Mutual in 1945 as an ad- 
ministrative assistant and has been di- 
rector of sales development since 1947. 


Great-West Life Names 


Wintrup, 2 Directors 


Great-West Life has appointed Hugh 
B. Wintrup, formerly underwriting 
supervisor, underwriting assistant. Mr. 
Wintrup will co-ordinate and 
the work of the various underwriting 
sections within the department. He has 
been with the company since 1919, 
ene the underwriting department in 
1 ; 

Great-West has also named John A. 
MacAulay, and A. Searle Leach to the 
board. Mr. MacAulay is senior partner 
of the law firm of Aikins, MacAulay & 
Co., Winnipeg. Mr. Leach is vice-presi- 
dent and general manager of Searle 
Grain Co., Winnipeg. 





Ohio National Names 


Tracey General Agent 


H. D. Tracey, has been appointed 
general agent for Ohio National Life in 
Des Moines. A graduate of Michigan 
State College, since 1951 he has been 
central division supervisor for the 
company at Lansing, Mich. 


Hughes Heads A&H Office 


Edward P. Hughes has been ap- 
pointed manager of a new group A&H 
claim field office of John Hancock at 
Atlanta. He has had experience in the 
Lawrence, Mass., and New England 
claim field offices. Hancock also has 
moved its Philadelphia A&H claim 
field office to room 1909, 1616 Walnut 
street. 
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Life Companies Rankings for 1953 


Shown Under Four Classifications 


OWBIMV SP wre 


ASSETS 
Metropolitan Life 
Prudential _........... 
Equitable, N. Y. 
New York Life 
John Hancock . 
Northwestern Mutual 
Travelers 
Aetna Life 
Mutual Life, N. Y. 
Sun, Canada ....... 
Mass. Mutual . 
Mutual Benefit, N. J. 
Penn Mutual .......... 


1 
- 



















































Conn. Mutual ..... 
Lincoln National 
Provident Mutual 
Union Central .. 
Bankers, Iowa .. 
Phoenix Mutual ........ 
Western and Souther 
National Life, Vt. ...... 
Manufacturers, Canada . 
Equitable, Iowa ............ 
Great-West, Canada 
State Mutual, Mass. .. 
National L. & A 
Pacific Mutual 
Canada Life ...... 
American Natl., 
London Texas ................ 
Mutual Life, Canada 
Occidental, Calif. ....... 
Teachers Ins. & A. 
Guardian, N. Y. .. 
Jefferson Standard 
Life of Virginia ........... 
Confederation, Canada 
Southwestern Life ..... 
Kansas City Life ... 
Continental Assur. . 
Home Life, N. Y. ... 
Acacia Mutual ...... 
Fidelity Mutual 
Franklin Life ...... 
Northwestern Natl. 
General American . 
Imperial, Canada 
United Benefit. ....... 
North Amer., Canada 
Crown Life, Canada . 
Washington Nat’ ....... 
Life and Casualty 
Minnesota Mutual 
Southland Life .... 
Monumental Life 
Berkshire Life ... 
Calif-West. States . 
Pan-American, La. 
Mutual Trust, Ill. 
Great Southern .... 
Liberty National 
Ohio National 
Central, Iowa ..... 
Dominion Life, Canada .. 
Business Men’s .... 

Pilot Life, N. C. .. 
Savings Bank, Mass. 
Gulf Life, Fla. ...... 
Columbian Natl. 
American United 
Columbus Mutual 
Life of Georgia .......... 
Commonwealth Life, 
Country Life, Il. ..... 
Central Standard .... 
Provident L. & A. 
Paul Revere ........... 
Peoples, D. C. ... 
Home Beneficial .. 
Indianapolis Life 
Guarantee Mutual 
State, Ind. ........... 
Manhattan Life ..... 
Security Mutual, N. Y 
Midland Mutual . 
Bankers, Neb. ... 
Continental Amer. 
Atiantic Life ....... 
State Farm, Il. . 
Equitable, D. C. .. 
Union Mutual, Me. 
Liberty, S. C. ... 
Ohio State ........ 
Sun Life, Md. ... 
Northern, Wash. 
Excelsior, Can. ..... 
Republic National ..... ad 
Bankers Life & Casualty ........ 


PREMIUM INCOME 

(Incl. A & H, if any) 
Metropolitan Life occ. 
Prudential _......... 
Equitable, N. Y. 
John Hancock 
Aetna Life ...... 
New York Life 
Travelers 
Northwestern Mutual 
Conn. General .......... 
Sun, Canada ..... 
Mutual Life, N. Y. 
Lincoln National . 
Mass. Mutual ............ 
New England Mutual 
Occidental, Cal. .......... 
Mutual Benefit, N. J. . 
National L. & A. . 
Bankers L. & C., Il. 
Penn Mutual, Pa. 

















2,311,933,367 
0,944,480,590 


- 7,044, 738,391 
. 5,536, 787,284 


3,852,715,520 


.. 3,069,707,044 


2,398,499, 298 


2,370,717,580 


. 1,655,699,853 
1 


»488,992,804 


- 1,457,810,026 
. 1,446,934,890 
. 1,176,399,168 
- 1,012,849,558 


958,664,124 
718,603,283 
695,674,403 
671,608,879 
641,408,641 
556,161,536 
551,834,403 
540,282,970 
505,859,279 
480,638,664 
480,221,617 
477,915,497 
464,862,974 
451,567,176 
449,768,973 
447,497,819 
435,335,313 
404,960,812 
393,465,645 
356,979,099 
355,617,335 
323,387,678 
301,491,022 
296,192,307 
288,069,408 
285,285,852 
285,233,216 
282,715,080 
280,725,052 
252,669,824 
246,202,329 
203,840,891 
198,366,963 
197,393,900 
185,411,688 
181,676,122 
176,280,286 
174,093,073 
165,989,600 
160,152,770 
149,753,945 
147,561,589 
147,077,266 
146,606,637 
145,846,983 
145,165,548 
143,625,443 
136,644,500 
128,240,441 
127,190,271 
120,571,370 
110,033,230 
106,781,870 
105,425,208 
105,138,273 
105,105,608 
103,507,374 
94,205,212 
94,085,553 
92,675,649 
91,291,735 
87,599,531 
87,027,266 
84,949,530 
84,511,157 
83,645,079 
83,587,084 
82,437,588 
82,176,077 
80,642,524 
80,612,394 
80,576,442 
80,552,976 
78,120,744 
75,984,479 
74,045,945 
72,003,048 
70,057,933 
69,977,384 
69,967,988 
69,257,696 
67,946,646 
66,613,037 
66,598,121 


1,672,652,391 


.- 1,471,580,500 


858,152,988 
548,796,493 
458,837,290 
415,717,274 
354,370,466 
265,165,800 
204,886,066 
182,318,677 
145,753,624 
139,596,788 
135,990,763 
135,368,283 
129,702,737 
121,380,218 
101,437,325 

98,976,889 

95,886,239 



















































Conn. Mutual 90,682,728 Guardian, N. Y. 33,577,835 Dominion Life, Can 15,677,798 
Continental Assur. 84,021,010 33 Acacia Mutual ......... 32,807,077 85 Liberty, S. C. ......... 15,288,256 
Western & Southern 83,557,632 54 Calif.-Western States . 32,240,067 86 Union Mutual, Me. . 14,841,499 
Bankers, Iowa ........00 81,636,694 55 Crown Life, Can. ..... 31,511,779 87 Manhattan Life ...... 14,431,043 
American National, Tex. 80,973,546 56 Home Life, N. Y. ... 31,053,143 88 Mutual Trust, IIl. 14,421,470 
Manufacturers, Can. 72,376,940 57 Northwestern National ie 29,926,587 89 Farm Bureau, Ohio 14,076,971 
Pacific Mutual ........ 68,171,718 58 Teachers Ins. & Ann., N. Y. .. 29,862,012 90 Berkshire Life ........... 13,972,369 
Great-West, Can. .. 67,229,380 59 Kansas City Life . 27,422,342 91 Old Republic Credit 13,892,472 
London Life, Can. 58,172,012 60 Independent L. & 26,613,113 92 Country Life, Il. .. 13,450,070 
Provident L. & A. . 54,820,560 61 Paul Revere .............08 25,419,649 93 Protective, Alla. ...... 13,291,445 
Washington National 54,393,222 62 Home Beneficial, “Va. 25,387,253 94 North American Acc 13,280,273 
National Life, Vt. 53,103,398 63 Pilot Life, N. C. .... 25,130,881 95 Republic National ... 12,898,334 
Phoenix Mutual .... 53,076,574 64 Fidelity Mutual ...... 24,965,797 96 Columbian National 12,296,896 
State Mutual, Mass. 52,699,694 65 Pan-American, La. 24,778,738 97 Savings Bank, Mass. 12,009,708 
Franklin Life . 51,973,007 66 Monumental Life, Md. 24,512,854 98 American United .. 11,901,362 
Canada Life ..... 48,053,091 67 Minnesota Mutual 24,474,649 99 Sterling, III. ........ 11,887,364 
Union Central 47,166,482 68 Gulf Life, Fla. ........ = 24,134,628 100 Equitable, Do Co wees 11,607,523 
Life of Virginia .... 46,179,288 69 North ay ae Cam... ss 23,428,608 

United Benefit, Neb. . 45,807,477 70 Benefit A. of R. E., = 22,996,663 . - iia 
Provident Mutual 45.604.855 71 Southland Life, Tex. . -21,5731605 Oe ae 

Life of Georgia ...... 44,922,957 72 Imperial, Canada ....... e 20,900,363 ; ¢ . . 
Confederation, Can. 42,797,403 73 Security Mutual, . 20,116,776 1 Metropolitan Life «0... 26,259,206,803 
Mutual Life, Can. .. 41,443,512 74 Monarch, Mass. 19,375,534 2 Prudential sssesseesees ..25,653,611,100 
Equitable, Iowa ...... 40,816,692 75 U.S. Life, N. Y. ... 19,097,311 3 New York Life -11,949,964,837 
Reserve Life, Tex. 39,903,524 76 Commonwealth Life, Ky. ...... 18,512,115 4 Equitable, N. Y. .. 9,410,992,909 
General American 39,255,332 77 State Farm, III. ........... . 18,447,099 5 John Hancock ........ v. 8,061,146,712 
Jefferson Standard .. 38,252,299 78 Union Labor, N. Y. : 17,855,675 6 Northwestern Mutual .............. 7,219,090,326 
Southwestern Life 38,014,111 79 World Ins., Neb. .. 17,514,368 7 Lincoln National .......... sss 5,800,067,900 
Life & Casualty ... 37,054,836 80 Peoples, D. C. ..... 17,059,386 S Wate Till, Ne. We cskccciccccsenccane 4,795,169,748 
United Ins., III. ... 36,634,571 81 Interstate L. & A. 16,643,454 9 Travelers _........... .. 4,264,308,542 
Liberty National 35,805,628 82 Great Southern, Tex. .............. 16,197,472 10 Sun, Camada ...cccccececeeesseneeeerees 3,926,176,899 
Business Men's 33,715,158 83 Ohio National ........ccccceseeeeeees 16,175,052 (CONTINUED ON PAGE 14) 














MEN of the LIFE OF VIRGINIA... 


Achievement e Leadership ¢« Dedication 











Leading District Manager Leading District Manager Leading Associate Managers 


Per Man Combined Combined Production Credits Combined Production Credits 
Production Credits Herbert R. Hill, C. L. U., First—Seymoure S. Ravid 
S. S. Harrell, Manager Manager Detroit 3, Michigan 

Detroit 3, Michigan Richmond 1, Virginia 





Leading Associate Managers Leading Agents Leading Agents 


Combined Production Credits Combined Production Credits Combined Production Credits 
Second—Morris Korelitz First—Talmadge R. Hagler Second—Douglas G. Paul 
Detroit 3, Michigan Columbia, South Carolina Detroit 3, Michigan 


These men are the 1953 leaders of our Combination Agency Divi- 
sion. We honor them for their achievements and their exemplary 
leadership. Recognizing the worth of their careers, they have 
dedicated themselves to the highest ideals of their profession. 






THE LIFE —Grsoncl. 
OF VIRGINIA 


RICHMOND » ESTABLISHED ESTABLISHED 1871 
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Helping States Recodify Insurance Laws 
Called Highest Type of Self-Regulation 


A number of papers on life insur- 
ance legal matters of current interest 
were presented at the annual meeting 
of Assn. of Life Insurance Counsel at 
White Sulphur Springs, W. Va., in 
addition to the election of officers and 
other decisions reported in last week’s 
issue. 

Discussing life insurance and legisla- 
tion, Alexander Query, associate gen- 
eral counsel of Prudential, said that 
working with state legislatures and in- 
surance departments to develop sound 
insurance codes is self-regulation of the 
highest type. While not advocating that 
companies stir up code revisions, Mr. 
Query said that when a state’s insur- 
ance laws are being revised an oppor- 
tunity is presented to cover things that 
would be impossible to cover in sep- 
arate bills, such as adequate adminis- 
trative procedures, powers of insurance 
commissioners respecting _ licensing, 
form approvals, etc. 

An extra value of code work is that 
















a good code is likely to be followed as 
a pattern by other states when they 
come to revise their insurance laws. 

Mr. Query emphasized the desirabil- 
ity of working through insurance trade 
associations in all kinds of legislative 
work. If affirmative legislation is be- 
ing sought, contact with the trade as- 
sociations may avert a needless conflict 
with some other company’s operations. 
On the negative side, it is best to work 
through a trade association so that 
there will not only be a united opposi- 
tion but also a united reasoning and 
presentation. 

Occasionally the trade association 
cannot act, either because of divided 
sentiment or because of a matter being 
of limited interest. Nevertheless it is 
well to get in touch with the trade 
association anyway. In any event, it is 
wise to contact the insurance commis- 
sioner, whether one is planning to op- 
pose or propose legislation. 

One should avoid an attitude of ha- 


TION 


have been a matter of Com- 
pany practice for more than 30 
years. Recently, checks averag- 
ing $139.43 were distributed to 
182 Production Club members 
on 1952 business persisting into 
the second policy year with a 
lapse rate of 10% or less. The 
Company salutes its career life 
underwriters who have so ably 
contributed to its position as 
one of the leaders in persist- 
ency throughout the country. 





) EQUITABLE LIFE INSURANCE 





FOUNDED IN 
1867 IN 
DES MOINES 





COMPANY OF IOWA 





bitual opposition to anything new that 
is proposed, said Mr. Query. The in- 
surance business should find out what 
the public wants and determine what 
is in the public interest. If the business 
does not provide the public with what 
it should have it is not living up to its 
responsibilities, he warned. 

In a paper on loans made largely on 
the value attributed to the obligation 
of high-credit tenants to pay rent un- 
der long-term leases, Ralph C. Wil- 
liams, Jr., counsel New England Mu- 
tual Life, said it is not as widely 
understood as it should be that the ob- 
ligation to pay rent is not unconditional 
like interest on a bond. Also, some- 
times contract provisions present prob- 
lems affecting the quality of the in- 
vestment and some raise the question 
of meeting statutory investment re- 
quirements. After detailing the pitfalls 
and advantages of the high-credit lease, 
Mr. Williams concluded that despite 
some legal risks “they are small and 
insignificant compared with the value 
and income-producing quality of in- 
vestments made against the security of 
leases of this character.” 

John G. Kelly, assistant counsel Mu- 
tual of New York, reviewed the New 
York court of appeals’ recent decision 
in the Hall case, which upheld the 
appellate division’s opinion that de- 
spite the lower court’s view the dis- 
position of insurance proceeds under 
an optional mode of settlement does 
not make it subject to the statute of 
wills. He also dealt with other cases 
involving this same problem. He point- 
ed out that in both the Hall case and a 
similar case in the state of Washington 
the highest court was persuaded to 
appreciate the real nature of the life 
insurance transaction and to reject the 
notion that the gift-over in the sup- 
plementary contract constituted a 
testamentary disposition. 

Kenneth Teasdale, general counsel 
Mutual Savings Life of St. Louis, com- 
mented on the improved and modern- 
ized rules of federal practice. Where 
formerly it was necessary for an un- 
initiated lawyer to read the code and 
then “dredge through the Serbonian 
bogs of precedent for its meaning,” 
now he can read the rules and know 
at once the current law of practice in 
the federal courts. 

Other papers were presented by 
Henry O. Duque, Los Angeles lawyer, 
on the life insurance law of California; 
Alfred S. Moses, attorney Connecticut 
General Life, on the conflict of laws 
and life insurance, and Lawrence M. 
Bregy, counsel Penn Mutual Life, on 
distraint for taxes and its effect on life 
insurance. 

There was a panel on the general 
insurance needs of life companies. This 
was conducted by Millard Bartels, vice- 
president and general counsel of Trav- 
elers, and had as participants Daniel P. 
Cavanaugh, assistant general counsel 
Aetna Life; Oliver M. Townsend, coun- 
sel Continental Assurance Company; 
and Herbert I. Trask, attorney Trav- 
elers. 





Names Five in California 


Five new California staff managers 
have been appointed to region “Q” of 
Prudential. All formerly were agents 
for the company. They are F. M. Burl- 
eson, San Bernardino; F. J. Hughes, 
Riverside; R. M. Doyle, Alhambra; An- 
thony Pesika, East Los Angeles, and 
Wayne Gabrielson, Hollywood. 





Dates Set for Cal. Agents Meet 


California Assn. of Life Underwrit- 
ers will hold its annual convention at 
Hotel Claremont, Berkeley, June 16- 
19. 


Huber Agency Wins 
Mutual Benefit Trophy 


In a ceremony at the offices of the 
Solomon Huber agency of Mutua] 
Benefit Life in New York City, 
Bruce Palmer, president, paid tribute 
to the agency’s associates by present- 
ing the agency with the president’s 
trophy. The award is based on the 
quality and amount of new insurance 
written, success in recruiting and 
training new men, and maintaining 
production among established agents. 

The agency is one of the company’s 
leading units, has three times provided 
the company’s first-year earnings 
leader, and twice a leader in earnings 
among second-year men, Mr. Palmer 
said. 

The agency has received the new 
organization award, one of Mutual 
Benefit’s highest honors, and _ twice 
before was runner-up for the presi- 
dent’s trophy. Its agency supervisors 
were twice honored with the builder’s 
trophy. 


R. F. Carr, O. E. Harrington 


Named Regional Supervisors 


John Hancock has appointed Robert 
F. Carr and Owen E. Harrington reg- 
ional supervisors for the greater New 
York and the upper New York-western 
New England territories, respectively; 
has named Arnold Schuettpelz district 
manager at Irving Park (Chicago), and 
has transferred District Manager Les- 
ter A. Regione to West Towns (Chi- 
cago). 

Mr. Carr, assistant district manager 
at Portland, Me., since 1947, has been 
with the company since 1946. Mr. Har- 
rington joined Hancock at Bridgeport, 
Conn., in 1938 and has been assistant 
district manager there. 


B.M.A. Meet in Minn. 


Business Men’s Assurance held a 
sales meeting for southern Minnesota 
agents at St. Cloud. Orville E. Knutson, 
district manager at Willmar, presided 
at the sessions and the home office was 
represented by G. J. Tritch, field man- 
ager, and C. R. Moreland, sales assist- 
ant. 


Non-Medical Limits Raised 


Guaranty Union Life is now writing 
non-medical business up to $10,000 on 
males and single females, ages 15-35 
inclusive. For ages 36-40 the limit is 
$5,000. The $5,000 limit also prevails 
for females married, widowed or div- 
orced, to age 40 inclusive, and for ju- 
veniles. 














Founders’ Campaign Sets Record 

In a “Founders’ Month” campaign 
Continental American Life of Houston 
had a production increase of 55.7% 
over previous records. The campaign 
honored both the company’s founding 
and the birthday of J. B. Greenfield, 
president. 
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P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 














INSURANCE COMPANIES 
Bought and Sold 
Contact us ing either the purchase or sale 


for CASH of 100% or controlling interest in life 


companies or other insurance lines. 
All negotiations confidential. 


 BRINSOR 


Waldheim Bldg 


ASSOCIATES 
* Vi 4466 + Ka ty, M 


as C 














Age 


Insu 
NEV 
group 
stallm<¢ 
plans 
a scort 
from t 
ident 
York 
Under’ 
as he 
fice a’ 
meetir 
Har! 
mann, 
agent 
of Nev 
itisa 
tacle f 
courag 
stanti¢ 
called 
the pr 
emplo 
Mr. 
at Pri 
that d 
Axe il 
to wri 
expres 
panies 
The! 
even 4 
Gutme 
organi 
for th 
“Thi 
repeat 
it, son 
let son 
into c 
Mr. 
hortati 
group 
payme 
would 
plans | 
eral e 
ing” ¢ 
basis t 
Crit 
Under 
more | 
age fo 
sionle: 
ployes 
a pri 
group 
instal 
plans | 
tant | 


towar¢ 
investi 
appare 
refusa 
to hav 
funds; 
of mu 
alread 
should 
its log 
offer < 
endow 
annuit 

As { 
Harolc 
ance. ( 
are Ha 
of Nev 
ident; 
educat: 
Sullive 
vice-p! 





e 4, 1954 








ns 
phy 


es of the 
Mutual 
City, 
d tribute 
present- 
-esident’s 
on the 
nsurance 
ing and 
intaining 
agents. 
mMpany’s 
provided 
earnings 
earnings 
Palmer 


the new 
Mutual 
d twice 
e presi- 
ervisors 
ouilder’s 


jton 
‘visors 
Robert 
on reg- 
er New 
western 
ctively; 
district 
$0), and 
er Les- 
Ss (Chi- 


Nanager 
as been 
ir. Har- 
igeport, 
ssistant 


held a 
nnesota 
nutson, 
resided 
ice was 
d man- 

assist- 


ised 

writing 
,000 on 
; 15-35 
imit is 
revails 
or div- 
for ju- 


( 




















XUM 


June 4, 1954 


LIFE INSURANCE EDITION 








New Head of N. Y. City 
Agents Hits Companies 


Insuring Mutual Funds 


NEW YORK—Companies_ writing 
group insurance on mutual fund in- 
stallment purchase 
plans came in for 
a scorching rebuke 
from the new pres- 
ident of the New 
York City Life 
Underwriters Assn. 
as he took of- 
fice at the annual 
meeting this week. 


Harry K. Gut- 
mann, a_ career 
agent of Mutual 


Harry K. Gutmann 


of New York, said 
it is a “sorry spec- 
tacle for agents to see companies en- 
courage and lend aid to the most sub- 
stantial competitor they have been 
called upon to meet.’ He also scored 
the proposal to write group on federal 
employes on a non-commission basis. 

Mr. Gutmann expressed satisfaction 
at Prudential’s recent announcement 
that despite its group-insuring of the 
Axe insured investment plan it plans 
to write no more of such groups. He 
expressed the hope that other com- 
panies would take the same course. 

There is a place for the mutual fund, 
even an insured mutual fund, said Mr. 
Gutmann, “but let the mutual fund 
organizations create their own sources 
for the insurance,” he added. 

“There can be no validity to the oft- 
repeated argument that if we don’t do 
it, someone else will,’ he said. “Well, 
let someone else do it. Let us not enter 
into competition with ourselves.” 

Mr. Gutmann uttered the same ex- 
hortation in connection with writing 
group on federal employes without 
payment of commissions. He said this 
would mean the “twisting” of group 
plans already in force on various fed- 
eral employe groups and the “rebat- 
ing” of commissions on a wholesale 
basis to the government. 

Criticizing the National Assn. of Life 
Underwriters for not having taken a 
more forthright stand on group cover- 
age for mutual funds and on commis- 
Sionless group on government em- 
ployes, Mr. Gutmann said: “To seek, as 
a primary step, legislation making 
group insurance in connection with 

installment savings and investment 
plans illegal is to beg the more impor- 
tant issue of the companies’ tacit 
recognition of their legality, and 
their future willingness to lend succor, 
support and ‘face’ to plans that com- 
pete with their own salesmen.” 

Mr. Gutmann said it may be that 
the life companies and the agents may 
have to revolutionize their attitudes 
toward and relationship to the insured 
investment plan. He said there are 
apparently three possible courses: (1) 
refusal on the part of the companies 
to have anything to do with the mutual 
funds; (2) let agents carry a sideline 
of mutual fund shares, as many are 
already doing; (3) “the companies 
should carry their present position to 
its logical conclusion and themselves 
offer a ‘variable insured mutual fund 
endowment’ as well as the ‘variable 
annuity’ for sale.” 

As president Mr. Gutmann succeeds 
Harold N. Sloan, Continental Assur- 
ance. Other officers who were installed 
are Harold A. Loewenheim, Home Life 
of New York, administrative vice-pres- 
ident; Charles Anchell, New York Life, 
educational vice-president; Arthur L. 
Sullivan, Fidelity Mutual, membership 
vice-president; Andrew F. Kinbacher, 





New England Mutual, public rela- 
tions vice-president; and Raymond F. 
Thorne, Berkshire Life, treasurer. 

Guest speaker was Denis B. Maduro, 
New York lawyer, who spoke on the 
uses of life insurance in estate plan- 
ning. His talk will be reported in 
next week’s issue. 





Heads New Norfolk Agency 


W. Barton Bald- 
win, immediate 
past president of 
Leaders Club of 
Virginia, has been 
appointed manag- 
er of State Mutual 
Life’s newly es- 
tablished Norfolk 
agency. 

He has been with 
Provident utual 
in Nerfolk for 18 
years. He is a past 
president of Nor- 
folk Life Under- 
writers Assn. 





W. Barton Baldwin 





e Seattle Life Managers Assn. held its 
Hi-Jinx party, the last meeting until 
September, June 4 at Rainier Golf 
Club. 


‘BACK HOME’ SPEECH 





Decentralization Aids 
Ambitious Youngsters, 
Says Carrol Shanks 


FAIRMONT, MINN.—The present 
trend toward decentralization in large 
industries helps provide opportunity 
for advancement to young people, 
President Carrol M. Shanks of Pru- 
dential told the graduating class of 
Fairmont high school, of which he is 
an alumnus. 

Mr. Shanks pointed out that before 
Prudential launched its extensive de- 
centralization program all the major 
executives were concentrated at New- 
ark. Newark was the source of almost 
all new executive material. Today, in- 
stead of having a single executive of- 
fice, the company has seven executive 
staffs in seven complete home offices. 
In effect, a promising young person has 
at least seven times as much chance 
to be discovered and started on his 
way, said Mr. Shanks. In fact, it is 
probably more than seven times be- 
cause each home office is smaller and 
as a result far less regimented than is 


inevitable where there are many thou- 
sands of people in one office. 

Forecasting increasing prosperity, 
Mr. Shanks pointed out that tradition- 
al sources of power are being supple- 
mented by atomic energy and just re- 
cently it has been shown that the sun 
may be utilized as a practical source of 
industrial energy. 


Fort Wayne CLUs 


Elect Rood President 


Fort Wayne CLU chapter has elected 
Clare A. Rood, Equitable of Iowa, 
president; David H. Hostetter, Ameri- 
can United Life, vice-president, and 
Samuel B. Gregory, of Penn Mutual 
Life, secretary-treasurer. 


Pacific Mutual Has Group Meet 

With Ralph J. Walker, group insur- 
ance vice-president, as host, Pacific 
Mutual Life conducted its annual group 
seminar at Ojai Valley Inn, Ojai, Cal. 
The entire field sales staff of the group 
department participated in discussions 
of group underwriting, retirement and 
profit sharing plans, experience rating, 
and administration. Besides Mr. Walk- 
er, several other home office officials 
attended. 
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INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
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Income Disability 

Juvenile Insurance 

Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 


Pension Plans 
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A full line of Group Coverage 
LNL Is Geared To Help Its Field Men 


Lincoln National 
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Fort Wayne, Indiana 
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Good Promotional Material Being Wasted 


It was observed by those who at- 
tended the recent Eastern, North Cen- 
tral and Southern Round Table meet- 
ings of the Life Insurance Advertisers 
Assn. that the material being produced 
by advertising and publicity heads of 
life companies is of a high quality, but 
that it is not being used extensively or 
adequately by the life companies for 
which it is created. 

There can no longer be any doubt 
but that the advertisements, circulars, 
brochures, pictorial sales presentations 
and all the sales aids coming from the 
advertising departments of life com- 
panies compare very favorably with 
those in any other business. Those from 
outside life insurance who have judged 
the advertising exhibits at the annual 
meetings of the LAA have frequently 
expressed surprise at and admiration 
of the finished nature of the exhibits 
being studied. 

This is due partially to the fact that 
within recent years advertising, pub- 
licity and sales promotion managers 
have been appointed from outside the 
life insurance business. They have been 
men who have had experience in pub- 
lic relations work or with advertising 
agencies or with other businesses that 
employ sales aids on a large scale. As 
a consequence the printed and illus- 
trated advertising evolved by most life 
companies shows a noticeable improve- 
ment in conception, scope and tech- 
nique over that which was in evidence, 
say, 15 or 20 vears ago. 


But as the problems of the advertis- 
ing men are listened to at their meet- 
ings it becomes painfully clear that, at- 
tractive and helpful as their material 
may be, it is getting only a compara- 
tively limited use. There is a discour- 
agingly large number of cases where 
the agents do not get a full explana- 
tion of how it is to be used, why it is 
good, the ways in which it should be 
made a part of the sales interview, etc. 
Secondly, there seems to be lacking a 
follow-up to determine whether agents 
are using what has been sent to them, 
whether they know how to use it, or 
if they have even tried it out to deter- 
mine if it might help their production. 

Plainly, there is a waste of effort 
here. Sales promotion material that is 
demonstratively useful and effective 
and which might well be envied by 
sales organizations of other businesses 
is being neglected in too many cases 
and on too large a scale. Almost any 
outside observer has no trouble in con- 
cluding that there is need for much 
closer coordination between depart- 
ment heads in many companies. It is 
not enough to publish and distribute 
sales aids and sales promotion material. 
There needs to be the responsibility set 
up for seeing that its uses are under- 
stood, but that it is in fact used in the 
manner and on the scale that was in- 
tended when it was brought into being. 
It is obvious that in a surprising num- 
ber of cases the companies have the 
goods so far as advertising and sales 
promotion material are concerned, but 
they are not using them in any more 
than a half-hearted way. 








PERSONAL SIDE OF THE BUSINESS 





Victor E. Henningsen, actuary of 
Northwestern Mutual Life, has been 
named to the actuarial advisory com- 
mittee of the veterans administration. 
He replaces the late A. J. McAndless, 
president of Lincoln National Life. 


Lillian L. Joseph, Home Life of New 
York at New York, has been elected 
Manhattan delegate on the board of 
New York City Federation of Women’s 
Clubs and vice-president of New York 
City League of Business & Professional 
Women. On June 15 she will be in- 
stalled as vice-president of League of 
Life Insurance Women of New York. 


Byron K. Elliott, executive vice- 
president of John Hancock, addressed 
the conference on Greater Boston’s 
business future sponsored by college 
of business administration of Boston 
College, on “Boston as a Center for 
Capital”. 
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George R. Jordan, vice-president of 
group for Republic National Life, was 
director general of the Texas Shrine 
Association annual convention at Dal- 
las. Mr. Jordan also has been appointed 
interim president of the Dallas council 
of the Navy League, which supports 
civilian national defense activities and 
promotes the navy’s place in defense. 


Jack Quaritius, Peninsular Life, has 
been elected president of Jacksonville 
chapter of National Office Manage- 
ment Assn. 


Miss Catherine B. Cleary has re- 
signed as assistant secretary of the 
Treasury. She is the daughter of the 
late M. J. Cleary, former president of 
Northwestern Mutual Life. She will re- 
turn to First Wisconsin Trust Co., Mil- 
waukee, from which she has been on 
leave of absence. 


Thomas C. Rudicill, superintendent 


CHICAGO EDITORIAL OFFICE: 

175 W. Jackson Bivd., 

Chicago 4, Ill. 

Associate Editors: John C. Burridge, Charles 
C. Clarke and William H. Faltysek. 


of agencies for National Life of Des 
Moines, retired June 1 after more than 
30 years with the company. He served 
both in the field and at the home of- 
fice. He plans to locate later at Albu- 
querque, N. M. 


Robert B. Wallingford, who was re- 
recently appointed editor of Service, 
Guardian Life’s house organ, was for- 
merly assistant to Dean Davis Gregg 
of the American College and is a son of 
Eldon Wallingford, assistant general 
counsel of Life Insurance Assn. of 
America. 


Wilfrid E. Jones, director of public 
relations of National Assn. of Life Un- 
derwriters, has completed 25 years of 
service with the organization. 


DEATHS 


DR. GEORGE E. WOODFORD, 65, 
retired medical director of Home Life, 
died of a heart ail- 
ment. His home 
was in Short Hills, 
N. J. He went with 
Home Life in 1929 
as assistant medi- 
cal director, a post 
he had held with 
Connecticut Gen- 
eral Life. He be- 
came medical di- 
rector in 1933. 

He played a 
large part at Home 
Life in developing 
an extensive network of medical ex- 
aminers over the country, and inaugu- 
rated a system of periodic personal 
contacts between home office and med- 
ical examiners to make medical un- 
derwriting more effective. He was 
largely responsible for modernizing 
the company’s home office medical and 
laboratory facilities. 














Dr. G. E. Woodford 


J. L. KIZER, 84, retired Lincoln in- 
surance agent, died. He was an ex- 
aminer for the state bureau securities 
in 1919, and in 1929 was acting com- 
missioner of Nebraska. He retired in 
1931 to manage his real estate holdings. 


ROBERT A. WYATT, 47, supervisor 
of the ordinary department of Inter- 
state Life & Accident, died at Chat- 
tanooga. He had been with the com- 
pany 25 years. 


ALFRED H. HOFFMAN, 72, former 
president of American Mutual Life, 
died at his home after suffering from 
arteriosclerosis for the past four years. 
He retired as president in 1942. 


RICHARD W. DEAVER, 74, general 
agent 1923-27 for Provident Mutual at 
Wichita, died at Dayton. 


RICHARD M. HEFTER, 60, who had 
been an agent with Northwestern Mu- 
tual at Chicago since 1912, died at Los 
Angeles. He was a life member of the 
Million Dollar Round Table. 
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W. A. Hunt Phoenix Mutual 


Superintendent in Midwest 


Phoenix Mutual has appointed Wil. 
liam A. Hunt, formerly manager at 
Cleveland, super- 
intendent of mid- 
west agencies with 
headquarters at 
that city. This is a 
newly-created po- 
sition. 

Oliver M. Wil- 
helm, field man- 
ager from the 
home office, has 
been named tem- 
porarily to take 
Mr. Hunt’s place. 

Orval A. Horsch, 
formerly supervis- 
or at Milwaukee, 
has been appointed a field manager to 
work out of the home office. 

Mr. Hunt’s territory includes Ohio, 
ee. Indiana, Kentucky, Missou- 

Iowa, Illinois, Wisconsin and Min- 
ps 





W. A. Hunt 





Penn Mutual's First-Year 
Leaders Hold 3-Day Meeting 


Edmund M. Randolph, director of 
new organization of Penn Mutual, was 
in charge of the three-day educational 
conference held at the home office for 
19 first-year winners in the President’s 
Club for New Organization. In their 
initial year in the business they paid 
for $7,377,416 on 1,014 lives. 

Henry H. Kingston, Rochester, N.Y,, 
and Jack C. Krause, Grand Rapids, 
Mich., million-dollar producers, spoke 
of the importance of boosting the num- 
ber of paid lives. Aaron M. Royal, 
manager cf field training, indicated the 
possibilities in business insurance. 

President Malcolm Adam, host at an 
informal luncheon, outlined the com- 





pany’s recent progress and_ future 
plans. 
Roy Cox Guardian 


Manager at Houston 


Roy Cox, Jr., has been appointed 
manager at Houston by Guardian Life. 
He has been with Prudential there 
since his discharge from the Navy in 
1946, first as a group representative, 
then as manager of A&H sales and 
service and finally assistant director of 
agencies at the regional hcme Office. 


Father, Son Make MDRT 


A father and son team has qualified 
for membership in Million Dollar 
Round Table. They are R. W. Dozier 
and R. William Dozier, Jr., both agents 
for Massachusetts Mutual at Oklahoma 
City. This will be the 15th time for 
the elder Dozier and his 11th consecu- 
tive qualification. He joined the com- 
pany in 1921 and is a life member of 
MDRT. His son met the requirements 
despite time spent last year in Korea. 


Union Mutual Runs School 


Ten agents from five east coast 
states received achievement certifi- 
cates from Rolland E. Irish, president 
cf Union Mutual Life, at the conclusion 
of the ninth advanced school for 
agents. B. Richard Markham, director 
of training, conducted the school. 


® 














Howard J. Burridge. President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. O. Robert Jones, Southeastern Manager. 
BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 


land Manager. 


CHICAGO 4, ILL.—175 W. Jacksoa Blvd., Tel. 
Wabash 2-2704. O. E, Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. oods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Arthur W. Riggs, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager, 

DETROIT 26, MICH.—607 Lafayette Bldg., 


Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


OMAHA NEBR.—610 Keeline Bidg., Tel. 
Atlantic site. Clarence W. Hammel, Resident 
Manager. 

PHILADELPHIA 9, PA.—123 S. Broad Street. 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson. Resident Manager. 

PITTSBUR 22, PA. an303 Columbia Bldg., 
Tel. Court 1-2494. Bernerd J. Gold, Resident 


Monager. 

CISCO 4, me > = 4 Flatiron Bldg., 
Te Exbrook 2-3054. F. Bland, Pacific 
Coast Manager. 
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for Group Business 
Among Its Agents 


NEW YORK—New York Life has 
promoted Stewart Waring to manager 
of agency group sales and transferred 
him from the group to the agency de- 
partment. 

This move reflects the conviction of 
Executive Vice-president Dudley Dow- 
ell that “few companies selling group 
life insurance have ever developed the 
full sales potential from their ordi- 
nary life agency organization.” Mr. 
Waring will promote group sales 
among the agents and also act as liai- 
son between the group and agency de- 
partments. He will be directly respon- 
sible to Edmund L. G. Zalinski, vice- 
president in charge of sales develop- 
ment. 

Mr. Waring has been in group in- 
surance since 1937, first with Aetna 
Life in New Hampshire, Vermont and 
Philadelphia and later with Johnson & 
Higgins in New York City. He joined 
New York Life in 1951 and became 
North Atlantic regional group man- 
ager in 1953. 

Succeeding him is Guy L. Fairbanks, 
Jr., who has been directing the group 
sales development program. Before 
joining New York Life in 1951 he was 
pension actuary with a Los Angeles 
brokerage firm. 

Wade Davenport, district group 
manager at Chicago since 1953 and 
previously stationed at Kansas City 
after having been with Occidental of 
California and Aetna Life, becomes 
manager of the midwestern regional 
office at Chicago, succeeding Ervin C. 
Jones, recently appointed assistant 
vice-president. 

LaVon Townsend, assistant district 
group manager at Chicago since 1953, 
becomes supervisor of the Chicago dis- 
rict office. He joined the company in 
1951 after having been with Occidental 
of California and Sun Life of Canada. 

Stanley Robinson, group representa- 
tive at Chicago since joining New York 
Life in 1952, becomes home office rep- 
resentative there. 


Vanderbilt A & H Executive 


of Security Mutual, N. Y. 


Security Mutual Life of Binghamton 

has named Eugene J. Vanderbilt, Jr., 
A&H executive and has placed Edward 
A. Hauschild, A&H secretary, in an 
advisory capacity on a diminishing 
time basis during the next two years 
in line with his planned retirement. 
_ Mr. Vanderbilt joined the company 
in 1953 as superintendent of agencies 
and A&H coordinator. He had previous 
experience with Equitable Society and 
Ter Bush & Powell agency, Schenecta- 
dy, N. Y., as assistant group manager. 

Mr. Hauschild went with Security 
Mutual in 1940 to establish the A&H 
department. He had been with Con- 
tinental Casualty in charge of its Chi- 
cago underwriting department and 
later headed its A&H department in 
New York City. He is author of Ac- 
cident & Health Guide and has been 
chairman of several committees of 
Bureau of A&H Underwriters. 


Pru Opens New Mo. Office 


_ Prudential has opened its eighth of- 

fice in the St. Louis area, the Mound 
City agency at Clayton, with Myron 
H. Blotkey as manager. 








Bjornson Scope Expanded 
American Mutual Life of Iowa has 

appointed the Bjornson & Associates 

agency at Moorhead, Minn., general 





Opposes Criticism of 
Texas Life Industry 


Pierce P. Brooks, president of Texas 
Legal Reserve Officials Assn. and 
president of National Bankers Life of 
Dallas, called for an end to “reckless, 
unjustified and uninformed criticism” 
of the Texas life insurance industry 
and asked that work begin on a “truly 
constructive program to remedy spe- 
cific problems with specific actions.” 

He pointed out that the few recent 
failures of local insurance companies 
were mainly in fire and casualty and 
that “Texas life, health and accident 
companies have maintained a near- 
perfect record of dependable protec- 
tion to policyholders.” 

Taking note of the Texas legislative 
council’s study of the state’s insurance 
situation, Brooks said the 70 members 
of the legal reserve association “desire 
to cooperate in any way that we can.” 
The council, he added, “can render a 
valuable service by clearing up con- 
fusion in the public mind and show- 
ing that, on their record, Texas life 
insurance companies merit the fullest 
confidence of the public.” 





Gold Wins Nomination 
to Fill Out N.C. Term 


Commissioner Gold of North Caro- 
lina has won the Democratic nomina- 
tion for the balance of the term to 
which he was appointed after the re- 
signation of Waldo C. Cheek. The term 
has two years to run. Mr. Gold de- 
feated John F. Fletcher, former man- 
ager of North Carolina automobile rate 
administrative office, by a decisive 
margin. The nomination is tantamount 
to election in North Carolina, a heavily 
Democratic state. 





Connecticut General 
Has New Hospital Policy 


Connecticut General Life has intro- 
duced a new hospital expense policy 
known as the individual hospital ex- 
pense policy. It is designed to protect 
persons who are ineligible for the com- 
pany’s family hospital expense policy, 
because they are not members of a 
family unit. 





e University of Chicago has added 
$7,800,000 to its group life program for 
faculty members and other employes. 
This brings total coverage to $20,700,- 
000, underwritten by Prudential. More 
than 4,000 persons comprised the 
group. 





e The six pictures to be used on Pro- 
vident Mutual’s 1955 calendar will be 
chosen by the staff from 18 paintings 
recently exhibited in the company’s 
auditorium. 





With the opening of new quarters 
for its Providence, R.I., agency’ staff, 
Phoenix Mutual Life completed the 
first of several agency office buildings 
to be constructed and owned by the 
company. 

The one-story, brick fireproof build- 


ing has a modern front and is com- 
pletely air conditioned. Off-street 
parking facilities are provided in the 
rear. Agency facilities occupy approxi- 
mately half of the office space, with the 
balance leased to New England Tele- 
phone Co. 








Propose Premium Tax 
Reduction in N. H. 


A proposal to reduce the premium 
tax from 2% to 1% on domestic insur- 
ance companies is among the sugges- 
tions made by subcommittees of the 
New Hampshire legislative interim tax 
commission. Public hearings will be 
held throughout the state before the 
group makes its final recommendations 
for tax revisions to the 1955 legislature. 





A & H Advisory Committee 


on Department Problems 


An A&H advisory committee: to con- 
sider problems of the business and to 
work with the New York insurance 
department has held its second meet- 
ing in New York this week. J. H. Foll- 
mann, Jr., general manager of Bureau 
of A&H Underwriters, is chairman of 
the group, which is a temporary unit 
and which was formed at the sugges- 
tion of Superintendent Bohlinger of 
the New York department. The agenda 
of the committee meetings, in which 
insurance department officials. partici- 
pate, include such matters as surgical 
schedules which do not pay the full 
cost of serious operation or for un- 
listed operations, post claim underwrit- 
ing, etc. 





Demarest Sole G. A. 


Manhattan Life has named John M. 
Demarest to succeed the former Camp- 
bell & Demarest general agency in New 
York City, following the recent death 
of John M. Campbell. Mr. Demarest 
entered the business in 1929. Before 
joining Manhattan Life in 1941 he had 
been with Equitable Society and Pro- 
vident Mutual. He became associate 


general agent in 1945 and a partner in 
1949. 


Pilot Life Agents Hold 


Meeting at New Orleans 


Members of Pilot Life’s Pilot Club 
attended the company’s annual agency 
convention at New Orleans and heard 
as featured speakers President O. F. 
Stafford and A. R. Jaqua, director of 
Southern Methodist institute. In charge 
of the program were Vice-president 
Rufus White and R. W. Donaldson, 
manager of agencies. 

Dick Harris, Jr., Charlotte, leading 
producer and club president, presided 
at the business meeting. W. D. Key, 
general agent at Columbus, Ga., is 1st 
vice-president and John W. Under- 
wood, Sr., general agent at Florence, 
S. C., is 2nd vice-president. 





Hall Elected to Head Texas 


H. O. Underwriters Assn. 


Texas Home Office Life Underwrit- 
ers Assn. held its annual picnic at Dal- 
las, with members guests of the Prae- 
torians at their club. Hardin H. Hall 
of Fidelity Union Life was elected 
president; W. C. Kaltenback of Re- 
serve Life, vice-president of member- 
ship; R. W. Blevens of Southland Life, 
vice-president of programs; Lorraine 
Pemenko of Republic National, sec- 
retary-treasurer, and James Ratcliff 
of Gibraltar Life, publicity director. 





Occidental, Cal., Sales Increase 


Occidental Life of California for the 
first quarter had an 8% gain in ordi- 
nary sales over that for the same 1953 
period, the total being $154,653,469. 
New group amounted to $74,988,048, up 
16%, and individual A&H premiums 
increased 9% to $1,132,361. Group A&H 
premiums exceeded $13.4 million, a 
13% increase. Insurance in force in- 
creased $118,881,460 to total $4,701,- 
308,480. 
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NEWS OF LIFE ASSOCIATIONS 





Government Cooperating in 
A&H Field, Ky. Assn. Told 


“There are some 10 million claims 
paid every year under accident and 
health policies and the great majority 
of these constitute good and satisfac- 
tory service, but these do not make the 
headlines,” Eldon Stevenson, Jr., pres- 
ident of National Life & Accident, told 
Kentucky Assn. of Life Underwriters 
at a luncheon at Louisville. 

Mr. Stevenson is a member of the 
joint committee on health insurance, 
composed of 12 executives of insurance 
companies, which is studying the A&H 
field and conferring with government 
authorities on the administration’s 
proposed plan of health insurance. He 
is president cf Life Insurers’ Confer- 
ence. 

He told the association the relation- 
ship between the business and the 
government is one of complete cooper- 
ation as to the pending health reinsur- 
ance bill as well as the whole subject 
of health insurance. He said five out 
of every eight people have some form 


of voluntary protection against hospital 
expenses, one out of two against surgi- 
cal expenses and one out of four 
against medical expenses. Two out of 
every three, he said, have some kind of 
insurance against loss of income re- 
sulting from accident or sickness. 


Hear Baker at Bloomington 


The danger of federal entry into the 
health insurance field, “by the back 
door if it can’t make it by the front,” 
is imminent and the agent himself is 
the only hope of stopping it, Donald A. 
Baker, managing editor of the Insur- 
ance Salesman, told members of 
Blcomington, Ind., Life Underwriters 
Assn. 

“The health of the nation has be- 
come a major political issue,” the 
speaker declared, “and the insurance 
aspect of the area has been prominent 
in political pronouncements in the past 
few months. No less a close observer 
than Eugene Thore, general counsel of 
the Life Insurance Assn. declared in 
a talk earlier this month that to some, 
all this activity is the early sign of a 











‘In each case it is the man himself who is to lead his 
life after having decided one way or the other.” 


TEDDY ROOSEVELT’S sound reasoning “rings 


the bell” with men ready to take decisive action 


in mapping out plans to obtain a profitable career. 


If you wish this to be your “year of decision”— 


and are qualified for general agent responsibility, 


then we have the opportunity you have been 


working for! 


In the rich region west of the Mississippi, our one 
hundred and fifty-eight million dollar company is 


reaching new growth “highs” as part of a vast 


expansion program—goal. Let us give you full 
information now, with no obligation. Exchange of 
mutual information will be held confidential. 
Your future opportunity can be with National 


Reserve Life, “Strong as the Strongest—Enduring 


as Rushmore!” 


Write W. E. Moore, Agcy. V.P., Agey. Hq., Topeka < 
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trend toward some form of government 
participation.” 


St. Paul Assn. Protests 


Social Security Changes 


ST. PAUL—A protest against raising 
the social security tax base from $3,600 
to $4,200 is being made by the St. 
Paul Assn. of Life Underwriters, and 
the association has gone on record as 
opposing other social security changes 
that would increase survivorship bene- 
fits beyond “subsistence” needs of the 
public. 

Fred J. Hauenstein, president, said 
the proposed changes go beyond the 
original intent of the program and 
threaten free enterprise in the life in- 
surance field. 








Va. Agents Elect Hassel 

Ransom L. Hassel, district manager 
for Prudential at Richmond, was elec- 
ted president of Virginia Assn. of Life 
Underwriters at the annual convention 
at Virginia Beach. He succeeds R. D. 
Carson, manager at Roanoke for Jef- 
ferson Standard Life. Other new of- 
ficers are Delmar Johnson, Newport 
News, Ist vice-president, and Theodore 
E. Lowe, manager at Fredericksburg 
for Peoples Life of D. C., 2nd vice- 
president. 


Nashville Assn. Elects 


Calvin L. Baker, Jefferson Standard 
Life, was elected president of Nash- 
ville Assn. of Life Underwriters; Paul 
C. Simpson, Metropolitan Life, vice- 
president, and Thomas M. Trabue, 
John Hancock, secretary and treasurer. 
Retiring President Thomas J. Hender- 
scn, National Life & Accident, charged 
that some legislation designed to im- 
prove the social security system vio- 
lates the concepts of the social secur- 
ity act. The board of the association 
has passed a resolution protesting any 
broadening of the act. 


N. C. Meet Is June 18-19 


North Carolina Assn. of Life Under- 
writers will hold its annual convention 
June 18-19 at Wrightsville Beach. The 
principal speaker will be M. F. Browne, 
agency vice-president of Occidental 
Life of North Carolina. 











Phillips Elected at Marshalltown 

Clifford T. Phillips, Minnesota Mu- 
tual, was named president of Marshall- 
town Life Underwriters Assn. at the 
May meeting. Other officers are Bill 
D. Tucker, Prudential, vice-president; 
Wayne Chamberlin, Monarch Life, sec- 
retary-treasurer; Wendell Haupert, 
Equitable Society, director for two 
years, and C. R. Cline, state committee- 
man. 





Altoona, Pa.—New officers are C. Willard 
McDowell, Northwestern Mutual Life, presi- 
dent; Ralph A. Mannion, New York Life, Ist 
vice-president; Lawrence E. Reese, 2nd vice- 
president; Charles E. Glass, secretary, and 
James E. Reed, Knights Life, treasurer. 





Keene, N. H.—The Monadnock region asso- 
ciation elected Edward J. Hanna, Jr., National 
Life of Vermont, president; William P. Belle- 
feuille, New York Life, vice-president; and 
Robert Jobin, Metropolitan Life, secretary- 
treasurer. Retiring president Fred Murray, 
John Hancock, received the national quality 
award. 





Washington, D. C.—Dr. Clifton L. Reeder, 
medical director of Continental Assurance, 
spoke on ‘Underwriting Trends.’’ C. Carney 
Smith, Mutual Benefit Life, president of the 
association, and the other new officers, were 
installed. The national quality award was pre- 
sented to 137 members. 


Pendleton, Ore.—The Blue Mountain asso- 
ciation was incorporated here by Merl N. 
Basart, Samuel P. Haley, Charles W. Berry 
and Clossen Scott. 


Marion, 0.—Howard W. Kraft, superintend- 
ent of agencies for Ohio State Life, told how 
the manager can help an agent do a better 
job. 


Fort Wayne, Ind.—Clair E. Miller, manager 
of Equitable Society, has been named chairman 
of the planning committee which will arrange 
ceremonies for the 50th anniversary celebration 
Nov. 13. 





Eau Claire, Wis.—Sixteen agents completed 
the current LUTC course sponsored by the 
Chippewa Valley Association. H. Lee Minton 
Travelers, association secretary, was instructor. 





St. Louis—Robert C. Gilmore, president of 
NALU, gave a progress report on the National 
association, noting that membership now ex. 
ceeds 55,000, and also discussed his methods 
of salesmanship. 





Des Moines—Proposed increases in social se- 
curity payments were described as a “political 
gratuity” by Robert C. Gilmore, Jr., NALU 
president. He declared if Congress continues 
each political year to increase social security 
benefits, it will destroy the desire of thrift 
and initiative of the people. 





Dallas—Frank W. Cass, Atlantic Life, has 
been elected a director and selected LUTC co- 
chairman. 


Mercedes, Tex.—Ezra Dodson, San Benito, 
was elected president of the Valley association, 
Charles Stollard, Brownsville, is 1st vice-presi- 
dent; John Butler, McAllen, 2nd vice-president, 
and Mrs. Frances Dykes, Mercedes, secretary. 





Tulsa, Okla.—John G. Darling, Northwestern 
Mutual, has been elected president. Other offi- 
cers are Dave Hughes, Minnesota Mutual, 
vice-president; Jack Collar, Phoenix Mutual 
Life, secretary and Charles Pike, Acacia Mu- 
tual, treasurer. 





Austin, Tex.—B. N. Woodson, president of 
American General Life, warned that agents 
today must dramatize insurance in their sell- 
ing to the same extent as salesmen in the 
tangible fields. 


Lafayette, Ind.—O. O. Johnson was elected 
president succeeding Alfred J. Kaser. Marvin 
Smith is vice-president, Stanton K. Galey 
secretary, James Brogan state committeeman, 
and Mr. Kaser national committeeman. 


Minneapolis—A ‘‘Women’s Day” luncheon 
was held honoring qualifiers for the Women’s 
Quarter Million Dollar Round Table. Speaker 
was Alden R. Palmer, Insurance R. & R. 


Columbus, 0.—Speaker was Anthony J. Klug, 
general agent of John Hancock at Rochester, 
N.Y. The association will hold its annual 
picnic, at which trustees will be elected, at 
Mac Park June 10. 





Kokomo, Ind.—A large display ad was used 
in the local paper to present the ‘‘Who’s Who 
in the Kokomo Association.’’ The names of 
20 insurers represented by association mem- 
bership and their 50 representatives were 
listed. 








Michigan Actuaries Elect 
Ralph Olson President 


Michigan Actuarial Society at its 
May meeting in Detroit elected as pres- 
ident Ralph E. Olson, actuarial depart- 
ment, Federal Life & Casualty; vice- 
president John J. Schonenberg, Jr., ac- 
tuary, Michigan Hospital Service, 
Michigan Medical Service; treasurer is 
Fred W. Hamm, actuarial assistant, 
City of Detroit Retirement Systems, 
and secretary Ernest R. Porter, actuary 
Detroit Mutual Ins. Co. 


Elect Lumb President 


Fred A. Lumb, New England Mu- 
tual, Grand Rapids, was elected pres- 
ident of Michigan Life Agency Man- 
agement Assn. at a meeting in Flint. 
He succeeds William Milligan, Manu- 
facturers Life, Detroit. 

Mel Brown, New York Life, Lansing, 
was named vice-president and Coy G. 
Eklund, Equitable Society, Detroit, sec- 
retary. 


Names District Group Supervisors 
Massachusetts Mutual has named 
James S. Beck, Frank R. Benton and 
Richard T. Walsh district group super- 
visors at Boston, Kansas City and Ro- 
chester, N. Y., respectively. All have 
had previous insurance experience. 


e Richard D. Maxwell has_ been 
named manager of the recently or- 
ganized life department of the Ketchen 
Bros. Drive-In agency of South Bend, 
Ind. 
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Big Job Is to Clarify Public's Thinking 
on What A&H Canand Can't Do: J. E. Powell 


A great basic problem today is to 
clarify the thinking of the average per- 
son and that of legislators in the mat- 
ter of what A&H insurance can do and 
what it was never designed to do, 
James E. Powell, vice-president of 
Provident Life & Accident, declared at 
the annual meeting of Virginia Assn. 
of Insurance Agents. 

“It was never the intention that any 
form of insurance would offer pro- 
tection to a person who does not have 
the money to pay the required pre- 
mium,” he said. “It was never the in- 
tention of any insurance plan to try to 
cover a patently uninsurable risk. 
Among the indigent, the aged and 
sericusly impaired, there is a consider- 
able group of persons which insurance 
simply cannot cover either because of 
lack of money or lack of insurability.” 


Before any real balance is struck 
upon the performance of insurance 
companies, he observed, these persons 
should be eliminated from the poten- 
tial prospects for insurance and the 
insurance business should be permitted 
to concentrate upon extending ade- 
quate coverage to those persons who 
legitimately fall in the field for which 
insurance was designed without hav- 
ing to fight a continuous rear guard 
action because of lack of protection for 
those who were never prospects. 

“As for those persons who cannot be 
covered by insurance as its normal 
prospects and for whom some degree 
of tax-financed subsidy is necessary, 
it should be clearly understood that 
the cheapest and the best way to af- 
ford desirable minimum benefits to 
such persons is by direct action in the 
local community and in the state,” Mr. 
Powell said. “Such persons are def- 
initely in the minority but any attempt 
on the part of any legislature or the 
national Congress to include those per- 
sons among the group to be covered by 
insurance will inevitably result in com- 
pulsory insurance with governmental 
subsidy and control for the entire pop- 
ulation.” 

Discussing the role the government 
should take in A&H insurance, Mr. 
Powell reviewed the sequence of 
events that led up to the reinsurance 
bill, introduced this year in both 
houses of Congress. 

He mentioned also the numerous 
other bills introduced in Congress. Un- 
der the Ives-Flanders-Javits bill direct 
subsidy would be granted to Blue 
Cross by the federal government to 
use the prepayment mechanism of 
Blue Cross to afford benefits to those 
persons who do not have the incomes 
to pay the required premiums. Pre- 
mium charges would be based upon 
ability or lack of ability to pay rather 
than upon the cost of coverage. 


“I believe I speak for the insurance 
industry when I say that we think this 
entire principle is wrong,” he said. “As 
a nation, it seems we have agreed that 
adequate minimum health care shall 
be extended to all the people. Being 
the kind of people we are, we want to 
see that no person who needs the care 
of a doctor, or a trip to the hospital, is 
denied such things solely on a basis of 
ability to pay. But, we in the insurance 
industry feel that responsibility for 
the indigent and the other groups who 
for one reason or another cannot pay 
the costs should be the responsibility 
of the community and the state, and 


not the responsibility of the federal 
government. 

“Further, we can see no justification 
for using an insurance mechanism, and 
that’s what Blue Cross is, to offer serv- 
ice or benefits to those persons for 
whom insurance simply is not designed. 
Or to use the language of the present 
Department of Health, Education and 
Welfare, we feel that insurance or pre- 
payment should be limited to those 
persons who do not have such purse; 
they should be the responsibility of the 
community and the state and any at- 
tempt to use an insurance mechanism 
will merely increase the cost of pro- 
viding such service for those people, 
in addition to bringing the controls 
which must inevitably follow subsidy.” 

Mr. Powell said that while the in- 
surance industry appreciates and ack- 
nowledges the efforts of the Depart- 
ment of Health, Education and Wel- 
fare to extend the benefits of health 
insurance by means of private enter- 





Leaders in Man- 
hattan Life’s pres- 
ident’s month 
drive with Presi- 
dent Thomas E. 
Lovejoy, Jr., at a 
dinner in New 
York. From left, 
Harry Levey and 
William J. Schlo- 
en, partners in 
the Schloen-Levey 
agency, Beverly 
Hills, Cal., volume 
leader and winner 
of the group 2 
agency award; Mr. 


Lovejoy, and Herbert Edelstein, Sobe! agency, Philadelphia, first in number of 
lives. Individual volume leader was Nathan Posner, Grosten agency, Los An- 
geles. The drive exceeded the $14 million quota by $129,570. 








prise, the insurance industry could not 
determine any method in which the re- 
insurance plan could be used to spread 
coverage or increase benefits if it were 
to stand up without subsidy, there be- 
ing ample reinsurance capacity already 
existing in the industry. On the other 
hand, any eventual loss to the pool 
would inevitably mean federal subsidy 


and on that basis the insurance in- 
dustry was unable to muster any en- 
thusiasm for the measure. Further, it 
seemed certain that, for thé pool to 
operate at all, a certain degree of fed- 
eral supervision of insurance would be 
required. 

“Actually, today more than 40 mil- 

(CONTINUED ON PAGE 18) 
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11 New England Mutual .... 3,650,735,376 27 National Life, Vt. ..... . 1,412,123,304 43 Kansas City Life ........ .. 1,012,788,546 76 Liberty National 7,854,359 
12 Mass. Mutual ou... ” 3'582,598,288 28 National L. & A. ..... .. 1,896,934,148 44 Crown Life, Canada "959,718,257 77 Great Southern 7,835.82) Delpho 
13. Mutual Benefit, N. J. .. 3,401,787,319 29 American Natl., Texas .. 1,382,053,921 45 United Benefit ......... .. 952,932,448 78 Columbian Natl. 7,825,819 Rebste! 
14 Penn Mutual 3'393,604.489 30 Western & Southern .. 1,380,247,072 46 Southwestern Life ... ’. 925,503,036 79 Monarch, Mass. 7,774,032 City; ¥ 
15 Aetna Life ......... .. 3,261,593,649 31 Phoenix Mutual .. 1,318,423,034 47 Northwestern Natl. 867,870,641 80 Home Beneficial _..... 7,603,077 cago; 
16 Occidental, Calif. '. 2,667,572,377 32 State Mutual, Ma .. 1,312,481,183 48 Life of Virginia ... 809.434.482 81 Dominion Life, Can. 7,578,896 hays, F 
17 Conn, Mutual ... ". 2,655,263,707 33 Equitable, Iowa .. .. 1,300,834,807 49 Fidelity Mutual "995,247,879 82 Protective, Ala. .... 7,576,496 Vreelat 
18 Conn. General . .. 2,312,034,520 34 Acacia Mutual .. 1,276,605,229 50 State Farm, II. ..... .. 700,864,780 83 Union Cas. & Life . 7,398,637 Walker 
19 London Life ........ .. 1,899,521,374 35 Canada Life ....... . 1,274,740,757 51 North Amer., Canada " 81/951,018 84 American United... 7,265,256 Detroit 
20 Provident Mutual 1/570,656,629 36 Jefferson Standard 1,235,240,245 52 Minnesota Mutual 680,178,354 85 Independent L. & A. 7,210,852 K. G. | 
53 Business Men’s ......... essoesese 688 Workl Ins. Neb. ... 7,062,732 Nortt 
54 Calif.-West. States 661,039,874 utual Trust, Ill. ..... 6,982,466 liamsp¢ 
55 Imperial, Canada 636,450,346 88 Savings Bank, Mass. 6,719,752 Colo. ; | 
56 Ohio National ...... 624,030,445 89 Manhattan Life... 6,663,997 Provide 
57 Farm Bureau, Ohio .. 621,804,822 90 Gulf Life, Fla. 6,659,847 Burghe 
58 N. A. Reassur. ...... 596,907,000 91 Ohio National ..... 6,533,769 Ma.; G 
59 Great Southern .. 577,045,374 92 Monumental Life 6,358,443 man, D 
60 Country Life, Il. 569,126,429 93 Central, Iowa ........... 6,183,823 E. Clan 
61 American United .. .. 559,607,789 ° a oe a Acc. 5,586,757 G. E. 
62 Southland Life ......... .. 558,139,025 enandoah, Va. ..... 5,275,136 boroug, 
63 Dominion Life, Canada eee SS Sees Sees 5,263,219 =. ¢.: 
64 Pan-American, La. ..... . 518,303,238 nterstate L. toes 5,048,396 Wis.; 
65 General American 492,477,552 98 Continental Amer., Del. 5,003,068 R. W 
66 Mutual Trust, Ill. 466,069,971 99 N. A. Reassur . 4,840,786 Rapids; 
67 Berkshire Life ........ 448,028,799 100 West Coast, Calif. 4,840,694 ae 
68 Savings Bank, Mass. . 440,413,565 ter, 
PT oe .9 “ ” 69 Washington Nat’l. .... 435,010,831 Hook, " 
Fidelity Life’s New “Dual Purpose 3 uae cae eee isi197078 Award 44 Fellowships p. Fre 
58th Annual Report Draws Praise : +: Geanmeucas ta prong son, Ml 
p | eS : 3 nee — 406,476,467 American Assn. of University Teach- ‘~~ 
. ‘ onumenta ife ... 394,176,809 . 6 
“4 hoe oe San dae er ers of Insurance has awarded fellow- Fresno: 
Our new Annual Report was designed 75 Central, Iowa .... 384,853,035 — to 44 teachers of insurance in 35 J 
(apa ss 76 Gulf Life, Fla. colleges and universities i vs 
as WSagger og document and 77 Manhattan Life .. 376,026,928 and een. gg lc yo Ss 2 ang 
a sales aid. y y 5 ? 78 Bankers, Neb. ... 372,403,7 . x 7 : : ols, Li 
elas ow have we scored? i oe oe a2278188 SiX weeks in home offices, studying w. F. 
ere are a few of the typical com- — 80 Columbian Natl. .. 366,629.971 COMpany procedures, under the only _ . 
ments: % 81 Columbus Mutual 360,054,391 program in which all segments of the — 
; 82 Excelsior, Canada 342,409,343 ; : Lea, 
oe . é 83 Pilot Life. N.C... 334'505 646 business are represented. Chairman of Schwat 
Reflects considerable credit on the 84 Security Mutual, N. 323,811,424 the AAUTI coordinating committee, pe ~ 
management of the company.” = eg eel prpeeyenn administrator of the program, is Laur- pl 
“_ rig oS tao Sea pote 4 ence J. Ackerman, dean of the school Uebele, 
“rag ly printed ~ a very read- P 88 Central Standard 303,990,253 Of business administration, University a * 
able and interestin ” Fg 89 Union Mutual, Me. 296,443,119 of Connecticut. 7 
oe ate & sper 90 Provident L. & A. | 295,604,589 R. 
‘You have delibe a ie reheat. 7g utheran Mutual ...... . 294,660,475 Nor 
ingly told your si wn ie a 4 93 Indianapoli =" _ 291160 614 Brant 
; ‘ ? ndianapolis le... ,160,614 Pts 400 1009 Cota t ytd sad ISLES TRADI STS Vvansv 
a ae , _ 94 Beneficial Life 289,779,504 fauetaperteaysbratiense roc es or sabes H. P. | 
policyowners. : 95 Paul Revere 284°755'936 _ Saar hes bag se Hutehi 
ze ‘ SS . Amer. L. & C. 283,853,768 pil? . J. | 
One of the finest annual reports | 4 97 Atlantic Life .. 277,524,304 & CONTINUED St. Pat 
Ss ” . * - . . = 
have ever seen. : ; 4 -~ ig agar . 266,667,654 as H Oceic 
estern Life, Mont. - 260,405,881 $f} cinnati 
We will gladly send you a copy upon re- 100 Midland Mutual w» 260,013,568 gtk LUTHERAN BROTHERHOOD now has better Tandy, 
y aoe tse ; ss COMPANY RANKING IN 1953 22) thon HALF A BILLION DOLLARS Old | 
quest. No obligation. Write attention Sales ; PAID POLI piri fei i 
8 OLICYHOLDERS a worth of life insurance in force! Ohio 
Department. (INCL. A. & H., IF ANY) & i Ohio 
1 Metropolitan Life ww. 1,029,358,712 Mug of LUTHERAN cig uncon tt Ky. 
2 Prudential Sarin . 795,463,042 remarkable growth Pacif 
3 Equitable, N. Y. 511,636,907 _ asa fraternal Society Hirsch, 
4 New York Life 203,087,000 oan Be Baad ee M. O 
5 Aetna Life ....... 284,287,103 fitunerennesentes in, 
6 John Hancock 278,262,524 tives. These men are ndria, 
T Travelers vec. 264,942,626 members of the x aa 
8 Northwestern Mut. 177,337,393 “President's Club,” wean 
9 Mutual Life, N. Y. naw eS " Pa; E 
10 Sun, Canada 125,141,036 million dollars worth ALFRED 1. HEDEGAARD MERRILL C. GILLE land; I 
; . 11 Conn. General 109,551,963 _of life insurance dur- UE So oe Seattle 
oe ; 12 Mass. Mutual . 85,677,049 ing 1953. $0082). ssoasie owen 
ae : Fa New England Mutual” sozscon0 «= Pumang, the fist four months of 1954 the || Philad 
+ , ’ es rce " 
ey 15 Penn Mutual, Pa. ..... 76,376,585 $28,309,864.00 of new life lametenen, ae Q. Dat 
: 16 Lincoln National... 74,848,418 and paid for. Mempt 
= 17 Occidental, Cal... 74'506.951 This is a 22.15% Increase over the sales of Fiske, 
13 Conn omhicusl |. 60.567 365 new business for the first four months of 1953. R. B. 1 
© e @ 19 Bankers L. & C. 46,216,853 Admitted Assets as of December 31, 1953, Wayne 
20 Pacific Mutual ... 43,594,167 $84,329,974.21. Hawks 
21 Bankers, Iowa .... 43,246,897 Life Jnsurance in force April 30, 1954, Albert 
22 Continental Assur. 43,018,513 _ $502/206,323.00. Fronek 
ASSOCIATW ~4 Arh Mutual ..... 39,800,591 Ricky If you are interested in your sales opportunities, write for Mich ; 
; 24 Union Central, Ohi fe, ’ Leta 
( Ss oe pany Sx! an lnteresting booklet, “CAREER OPPORTUNITIES.” Jackso 
¢ Mutual Lega! Reserve Company 26 Great-West, Can. ... 36,327 483 ih THIS IS Gout LIFE INSURANCE SOCIETY py ooggs 
! e ational Life, Vt. .... 35,303,392 SG : 
a 28 Phoenix Mutual, . 53: h B h h d E Ne 
Home Office: FULTON, ILLINOIS —— So utheran Drotherhood § E. Ne 
30 State Mutual, Mass. 30,854.944 Wu? LEGAL RESERVE LIFE INSURANCE Prat 1 
31 Western & Southern .. 30,514,748 Tse CRE ener Eieeeane Hy : 
33 Manufacturers, Can. 30,400,726 - a 608 Second Avenue South « Minneapolis 2, Minnesota Daag . 
Canada Life ...... 29,629,260 : 
34 National L. & A. 27,074,771 ty -~ 
35 London Life, Can. 26,901,978 > fe 
36 Mutual Life, Can. ..... 25,171,629 ps ks 
37 Confederation Life, Can. ais 23,231,044 4 x 
38 Equitable, Iowa oe . 23,163,293 n, T 
39 American Natl., Texas 23,117,713 : se aK 
40 Washington Nat’l. ... 22,571,856 Colum 
41 Reserve Life, Texas 20,886,654 B ee 
42 Calif-West. States .. 18,472,011 Phils 
43 Guardian, N. Y. . 17,920,910 Pa. 
44 Life of Virginia... 17,849,569 Pes 
LOBE IFE NSURANCE OMPANY 45 United Benefit |. 17,787,101 Ag 
46 Home Life, N.Y. ... 17,732,645 st 
47 Business Men’s ... 16,238,415 Valuable Paper Wallets Roches 
48 Ben. Assn. Riwy. Emp. . 15,521,433 eg 
: ; efferson Standard .... 15,333,675 ° Th wee 
A ractive Agen: 7 Oxeyeh acolo t:) 50 Fidelity Mutual ..... 15,161,119 wicleipialponsceng pra 
51 Union Labor, N. Y. 15,083,634 Write tor Brochure a 
52 Southwestern Life ... 14,907,796 ae 
53 Acacia Mutual ....... 14,431,924 + Pilot 
COMPLETE Ate > INSUR ANCE 54 Northwestern Natl. . 14,211,303 £328 N Henderson Dallas, Texas Prot 
55 Franklin Life ... 13,055,529 E. Fie! 
$6 Kansas City Lit i 12,813,007 Walter 
7 rown e, an. . 12,605,127 
COVERAGES- Ages 8) 18) 38 Teachers Ins. & A. 12,593,005 , : : oun 
4 pae-fanetiant. i+ 11,615,061 World's Unly Recorder of its Kii.d Prov 
mperial, anada 11,434,737 _ ; 
For Particulars Writ Hic 61 United Ins., Il. ...... 11,341,628 WALKIE-RECORDALL ie 
or Particulars Writ’ Home Office 62 Pilot Life, 'N. C. . 10,797,865 8-18 SELF-POWERED BATTERY RECORDER > 
: ; 63 Minnesota Mutual . 10,624,171 ly in or out of closed Prov 
ife of Georgia ......... .. 10,589,609 ae i containing hidden mike wot vine; | 
159 North Dearborn St.. Chicago 1, Ilinai 64 Life of G 589, carole sm ille; | 
= Security Mut., N. Y. o 10,512,399 SOFT RADIUS dictation Sedan tone aoa ‘ex 
7 KY ; ty ne IpEC “NIT Paul Revere ............ . 10,352,813 © OICE activaTeD , inde ; : per hr. ~ CS 
WILLIAM J. ALEXAN* ER, PRESIDENT 67 U.S. Life, N.Y. 10,055,724 snes ncrnooucen co. Inc. Prud 
68 North Amer., Can. .. 10,048,932 Deo 622 Broadway, N.Y. 3. N.Y anapol: 
69 Cuna Mutual, Wis. 8,807,967 Dept. _NUL 
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10,700 Named for NQA 
For 1953 Business 


(CONTINUED FROM PAGE 6) 


Delphos, O.; Estelle Nagle, San Francisco; A. J. 
Rebstein, Cincinnati; M. H. Ridges, Salt Lake 
City; H. A. Rife, Detroit; J. E. Rothstein, Chi- 
cago; C. G. Scheid, Cleveland; R. S. Summer- 
hays, Pasadena; H. P. Trosper, Detroit; W. Mz. 
Vreeland, Tucson; H. L. Waha, Detroit; R. B. 
Walker, Hollywood, Florida; Shirley Wayburn, 
Detroit; R. L. Webster, Ithaca, New York; 
K. G. Wildes, Juneau, Alaska. 

Northwestern Mutual: W. B. Arnold, Wil- 
liamsport, Pa.; G. W. Ballah, Fort Collins, 
Colo.; B. S. Barrows, St. Louis; O. G. Boynton, 
Providence; A. O. Brammann, Omaha; N. H. 
Burgheim, St. Louis; E. S. Burtt, Portland, 
Ma.; G. F. Carey, Fort Wayne; Isador Chap- 
man, Des Moines; E. S. Churchill, Hartford; Ww. 
E. Clark, Milwaukee; M. P. Coonan, St. Paul; 
G. E. Dahm, Madison; F. B. Donovan, Peter- 
porough, N. H.; A. C. Duckett, Los Angeles; 
w. C. Dunbar, Duluth; C. L. Egbert, Eau Clair, 
Wis.; F. M. Engle, Tulsa; M. M. Feerer, Akron; 
R. W. Frye, Denver; B. W. Gilmore, Grand 
Rapids; Harry Greene, Omaha; H. E. Haiman, 
Cleveland; G. I. Harter, Pittsburgh; R. H. Hef- 
ter, Chicago; W. C. Hewitt, Milwaukee; T. S. 
Hook, Wayne, Neb.; E. F. Hudson, Kalamazoo; 
Pp. Fred Kamens, Pittsburgh; W. G. Kennedy, 
Dayton; S. L. Klarer, Milwaukee; R. M. Lar- 
son, Madison; J. V. Lawry, San Francisco; G. 
A. Lessenhop, Beatrice, Neb.; . B. Lester, 
Fresno; Ann Liston, South Bend; E. T. Loth- 
gren, Providence; H. L. Maltenfort, Chicago; 
Paul Miller, Jr., Omaha; F. A. Morse, South 
Bend; W. F. McMartin, New York; E. M. Nuc- 
kols, Louisville; R. F. Oberndorfer, Milwaukee; 
w. F. Ogden, Ogden, Utah; W. K. Pierce, 
Elgin, Ill.; E. B. Redfield, Jr., Boston; L. I. 
Rothschild, Los Angeles; E. H. Ruhsam, Albert 
Lea, Minn.; C. C. Schroeder, Evansville; H. J. 
Schwahn, Milwaukee; C. A. Seys, Grand Rap- 
ids; H. W. Shedd, Chicago; C. S. Smith, Lin- 
coln; B. N. Swanson, St. Paul; T. W. Tuttle, 
Milwaukee; L. W. Uebele, Chicago; P. M. 
Uebele, Chicago; M. D. Vail, Chicago; C. R. 
Weil, Cincinnati; D. B. Wells, Hartford; L. M. 
White, San Francisco; C. W. Whittier, Akron; 
R. S. Wilson, Jr., Pittsburgh. 

Northwestern National: D. W. Ashley, Fort 
Worth, H. W. Grosse, Houston; R. L. Hill, 
Evansville, Ind.; G. H. Kerns, Chinook, Mont.; 
H. P. Olson, Fairmont, Minn.; J. K. Rickard, 
Hutchinson, Kan.; H. A. Seeler, Minneapolis; 
E. J. Sherman, Minneapolis; H. K. Wolkoff, 
St. Paul. 

Occidental of California: Max Abrams, Cin- 
cinnati; A. M. Fuller, Los Angeles; H. E. 
Tandy, Denver. 

Old Line Life: H. R. Buckman,. Milwaukee. 

Ohio National: N. J. Tschantz, Canton, O. 

Ohio State: J. C. McFarland, Fort Thomas, 
Ky. 

Pacific Mutual: Paul Burt, Atlanta; F. L. 
Hirsch, Dallas; C. F. Linder, Oklahoma City; 
M. O. Nix, Atlanta. 

Pan-American Life: P. L. McKenzie, Alex- 
andria, La. 

Penn Mutual: M. F. Aierstock, Lancaster, 
Pa.; E. E. Ayars, Miami; W. E. Baker, Cleve- 
land; I. C. Benis, Columbus; S. M. Bernbaum, 
Seattle; B. C. Brown, Des Moines; E. E. 
Brown, Chattanooga; W. F. Coe, Oshkosh; 
H. C. Colborn, Philadelphia; S. E. Coleman, 
Philadelphia; E. P. Connolly, Des Moines; P. 
Q. Dargan, Spartanburg, S. C.; H. D. Davis, 
Memphis; A. T. Drennen, Birmingham; P. F. 
Fiske, Albany; Dorion Fleming, New Orleans; 
R. B. Fritz, Appleton; S. B. Gregory, Sr., Fort 
Wayne; R. E. Hasemeier, New York; H. F. 
Hawkins, Pittsburgh; W. N. Hiller, Chicago; 
Albert Hopkins, New York; B. Jaffe, San 
Francisco; A. E. Jahn, Moscow, Ida.; K. L. 
Keil, Springfield, I1l.; T. H. Lawler, Saginaw, 
Mich.; Jerome Lehman, Newark; A. A. Madden, 
Jackson; C. W. Maibucher, Indianapolis; C. W. 
Mann, Philadelphia; D. W. Martin, Philadel- 
phia; E. J. F. Marx, Philadelphia; H. R. Mc- 
Coy, Philadelphia; J. N. McLean, Jackson; R. 
E. Newcomb, Philadelphia; J. C. Norman, 
Louisville; K. K. Parlin, Battle Creek; Laurie 
Prat, Knoxville; A. F. Priebe, Rockford, IIl.; 
F. O. Roller, Charleston, W. Va.; E. W. Rosen- 
heim, Chicago; H. T. Scott, New York; T. M. 
Scott, Philadelphia; J. N. Seitz, Baltimore; G. 
C. Smith, New York; W. E. Springer, Canton, 
O.; Chester Stephens, Chattanooga; G. W. 
Stewart, Pittsburgh; S. J. Sugar, Washington, 

C.; A. W. Swaim, New York; N. A. Thomp- 
son, Tulsa; S. B. Urso, Clarksburg, W. Va.; 
A. K. Walker, Los Angeles; R. K. Zimmer, 
Columbus. 


pee Life: P. C. Campbell, Danville, 


a. 

Phoenix Mutual: C. B. Adams, New Haven; 
D. L. Burkley, St. Louis; E. O. Cheney, Buf- 
falo; R. P. Cranston, St. Louis; J. H. Davies, 
Rochester; D. A. Fisher, Schenectady; A. K. 
Genden, Albany; J. P. Joyce, Holyoke; J. H. 
Kull, New York; H. M. Lipes, Syracuse; L. R. 
Luth, Chicago; J. R. Montgomery, Philadel- 
phia; D. S. McCandless, Chicago; J. A. Stew- 
art, Cleveland; J. G. Wintsch, Syracuse. 

Pilot Life: H. D. Waldrop, Goldsboro, N. C. 

Protective Life: H. J. Baum, Birmingham; E. 
E. Fields, Mobile; C. B. Haines, Birmingham; 
Walter Puckett, Jr., Birmingham. 

Provident Life and Accident: H. G. Hunt, 
Greenville. 

Provident Life of North Dakota: H. C. Kreh- 
biel, Portland; G. F. Lawrence, Bismarck, 

D.; H. W. Taylor, Jameston, N. D 

Provident Mutual: Neal Kirchgessner, Louis- 
ville; Thomas McNeil, Cincinnati; E. F. Pierle, 
Cincinnati; E. W. Simpkinson, Cincinnati; 
J. C. Sloan, Albany. 

Prudential of America: F. R. Beitman, Indi- 
anapolis; W. J. Bernstein, Greensboro; Bernard 


Buffalo; O. M. Johnson, Mankato, 
J. S. MacCargo, Rochester; S. L. Pal- 
Albert Roth, Chicago; K. H. 
O. N. Wicklund, 


Finton, 
Minn.; 
les, Chicago; 
Schnepel, Rochester, N. Y.; 
Rochester, Minn. 

Republic National: J. G. Oltorf, San Angelo. 

Security Life & Trust: C. N. Siewers, Wins- 
ton Salem; H. R. Going, Columbia, S. C 

Security Mutual, Neb.: W. H. Parks, Hast- 
ings, Neb. 

Security Mutual, N. Y.: 
New York; H. D. Farber, 
Hersch, New York. 

Shenandoah Life: D. D. Taylor, Clarksburg, 


Berman, 
mm F. 


Samuel 
Buffalo; 


W. a. 

Southland Life: C. J. D. Rudolph, Dallas; 
bs F. Wood, Dallas; N. H. Wright, Lubbock, 

‘ex. 

Southwestern Life: J. P. Costello, Dallas. 

Standard: A. F. Scott, Longview, Wash.; F. 
W. Tregaskis, Raymond, Wash. 

State Mutual: B. W. Ayres, Worcester, T. 
W. Foley, New York; R. W. Frank, Chicago; 
C. G. Holm, Worcester; O. G. Holmer, St. 
Paul; Oscar Hurt, Jr., Memphis; Earl Juers, 
Chicago; M. J. King, St. Louis; P. O. Larson, 
Chicago; Isaac Loskove, Memphis; W. R. 
McClure, Indianapolis; H. Benjamin Normand, 
Fitchburg, Mass.; Charles Schmuckler, Buf- 
falo; R. E. Stringer, Detroit; W. A. Waldman, 
Dallas; W. A. Wilder, Memphis. 

Sun Life of Canada: Stuart Johnson, Salem, 
Ore.; A. E. Wallisch, Pittsburgh. 

Union Central: E. O. Bierbaum, Cherokee, 
Ia.; W. P. Brown, Memphis; E. P. Charlette, 
Jr., South Bend; J. S. Gershon, Atlanta; B. S. 
Mayer, Baton Rouge; C. P. Shelby, Clarks- 
dale, Miss.; J. B. Wolfe, Atlanta. 

Union Mutual: R. L. Feldman, Pittsburgh. 

United States Life: Takao Yamauchi, Hono- 
lulu, T. H. 

West Coast Life: Robert Woo, San Francisco. 

Western and Southern: B. D. Brubaker, 
Pittsburgh. 


Hancock Makes Changes 


in Investigation Bureau 


John Hancock has made several pro- 
motions in its bureau of investigation. 
John J. Costello takes the newly-cre- 
ated position of regional supervisor of 
the bureau’s six regions and Roy Fid- 
dler becomes manager of the midwest- 
ern division. New division supervisors 
are Raymond J. Riefler, midwest divi- 
sion; John B. Ennis, New England, and 
Andrew J. Flanagan, greater New 
York. In addition, John C. W. Tuplin 
has been named supervisor of the divi- 
dend and application division of the 
bureau. 

Mr. Costello formerly was home of- 
fice inspector in New England. He will 
assist Bureau Director Robert L. Lee 
and Assistant Director Thomas E. Ga- 
quin. Mr. Fiddler has been supervisor 
in the midwest division and Mr. Rief- 
ler home office inspector of that divi- 
sion. 





Occidental Names Rowden 


in New Decatur Office 


Hugh H. Rowden, former agency su- 
pervisor for Bankers Life in Decatur, 
Ill., has been named general agent in 
charge of Occidental Life of Califor- 
nia’s newly-established general agency 
there. 

A veteran of more than 18 years in 
the insurance business, Mr. Rowden 
joined Country Life in 1935, going with 
Bankers Life in 1949. 





Spelman Leaves W. & S. 


E. C. Spelman, 2nd vice-president of 
Western & Southern Life, has resigned 
to become vice-president and resident 
manager of Western Securities Co., a 
mortgage loan and banking house in 
which he has acquired an interest, at 
Denver. Mr. Spelman has 30 years’ 
experience in the real estate and mort- 
gage loan field, 20 of them with West- 
ern & Southern, where his work has 
largely been in connection with its 
mortgage loan correspondents in 40 
cities. 


Newman Named Supervisor 


Union Casualty & Life has appointed 
Alex Newman agency supervisor at 
Brooklyn, where Lewis E. Weingarten 
is general agent. Mr. Newman entered 
insurance in 1947 with Metropolitan 
Life. He qualified for the president’s 
club and received the honor club 
award for life production and the lead- 
ers award for A & H production five 
consecutive times. In February, 1953, 
he went with Prudential. 
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New Agency Program 
Has Attractive Features 


Atlantic Life has just inaugurated a new 
agency development plan. Among its im- 
portant features are: 


1. Guaranteed Income 

2. Company Assisted Prospecting 
3. A Sound Training Schedule 

4. Instruction and Field Supervision 


This plan, designed to develop life under- 
writers on a professional, career basis, is 
eon Atlantic’s latest addition to its program of 
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A well-balanced company is, we believe, a company 
=> ... whose financial position is strong 
= ... whose geographical market embraces a 
= balance of metropolitan, town and rural 
a areas 
= . .. whose policy contracts include all funda- 
= mental coverages... 
It is a company 






... whose contributions to its industry have 
been recognized as outstanding 

... whose growth has been steady and uniform 

... whose size is sufficiently large to assure 
confidence and prestige 

... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... Whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 





The 
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A&H Bureau Panel Tells 


How to Develop Business 
(CONTINUED FROM PAGE 3) 
specific indemnities for certain injur- 
ies? Mr. Smith said that his group had 
experimented with such policies for 
some time but found that the casualty 
local agent dislikes to sell this type of 
coverage. With the kind of client they 
have, they do not want to sell anything 
special because they do not want to 
get themselves in the position of leav- 
ing something out of a coverage they 
place on a good customer. They prefer, 


often insist, upon a complete package. 

Reginald Brock of Great-West Life 
said that 65% of the A&H sold by his 
company is on its strip policy, a 
straight loss of time contract without 
waiting period for accident or sickness. 
Sickness need not be house confining. 
The policy pays two years for sickness 
and lifetime for accident. 

In what income or _ occupational 
group is the business the weakest, or 
on what types of coverage? 

Mr. Mueller said most companies are 
going after the medium and higher 
income groups. What about a policy or 
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Several thousand local Woodmen Camps will celebrate their Society’s 64th 


In these 64 years, it has grown to leadership among fraternal benefit societies. 
Since paying its first claim in 1891, Woodmen and their beneficiaries have 
received over $459 million in settlement of claims and refund payments. Its 
439,000 members now hold more than $560 million of safe, sound, legal reserve 
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sales program for lower income peo- 
ple? The business is skimming off the 
top; there are a lot of people who need 
the protection who are not being sold. 

Many life agents are not reaching 
the lower income market with life in- 
surance, Mr. Anderson commented. 
Mr. Smith commented wryly that cas- 
ualty agents say life agents are soaking 
up all the expendable income with life 
sales so the casualty agents can’t sell 
A&H. He added that 90% of his A&H 
sales are on A and B occupation classes 
and in the higher income brackets. His 
agents, he said, make no attempt to 
sell lower income groups. 

As A&H becomes more competitive, 
companies will need to move into mar- 
kets that are underdeveloped, J. M. 
Wickman of Mutual Life suggested. 
Harry L. Graham of Bankers Life of 
Iowa said farmers buy only hospital- 
ization; it is almost impossible to sell 
them A&H. Mr. Jones commented that 
it is up to company management to 
put in the hands of agents the tools 
with which they can develop other 
markets. 

Many agents take orders for hospi- 
talization because it is popular and 
easy to place, Mr. Anderson said. 

He thinks there is a tremendous mar- 
ket for non-occupational coverages. 
Mr. Smith said his agents don’t sell it. 

As to major medical, Mr. Anderson 
observed that salesmen who make this 
approach often end up by selling hos- 
pitalization because the deductible and 
coinsurance frightens the prospects. 
Much of what major medical has been 
sold so far has been in the metropoli- 
tan areas, by brokers, in the high in- 
come classes. He believes a lot of ed- 
ucation will, however, develop a big 
market for major medical. 

How do companies use A&H to re- 
cruit new agents? Mr. Mueller said 
managers should not be blamed too 
harshly for failing to add as many 
agents as the home office thinks they 
should have; it is hard to get good men, 
whether in a home office underwriting 
department or in a sales office in the 
field. He believes general agents and 
managers are doing an excellent job 
screening men before hiring. They 
make a big investment in new men, 
consequently they are careful. Despite 
this, they sometimes recruit a char- 
acter. 

A&H does solve the problem of get- 
ting sales for the new man quickly so 
he can stay in the business. He cited 
the case of a salesman who failed in 
the life business and left it, but came 
back in by the A&H route and is now 
quite successful at both A&H and life. 

How should the A&H opportunity be 
presented to the new man? Mr. Jones 
suggested projection of renewals and 
new business so he can see the effect 
on earnings. Mr. Perkins advised show- 
ing also other products the company 
has. He warned that managers howl 
for A&H and when they get it the com- 
pany has to sell them on it all over 
again. 

In training, Mr. Jones said the main 
effort with the new man is to get him 
to earning dollars. The older men won’t 
really get into A&H enthusiastically 
until something happens; for example, 
he is asked by a client for A&H cov- 
erage. A&H fits in with the merchan- 
dising philosophy of Mutual Life, he 
said, the sale of insured income, and 
training is integrated with that for 
life insurance. 

Mr. Perkins emphasized the wisdom 
of having underwriters know agents. 
In his company the underwriters pre- 


sent the contracts and play hosts to the 
new men, so that when the latter go 
out to sell they know well the under- 
writer who is going to pass on their 
business. Union Mutual has introduced 
the new practice of having the chief 
underwriter visit every agency. 

His company leaves training to the 
general agent, Mr. Mueller said. The 
company has an A&H course and the 
home office grades the papers. 

Mr. Smith pointed out that his com- 
pany does not start new agents. All of 
Royal-Liverpool’s training is for spe- 
cial agents and representatives. The lo- 
cal agents who sell the customers are 
already established. 

On the casualty side, Mr. Larson 
said, there is a home study course for 
all lines with A&H feature, and the 
Aetna Casualty home office school has 
trained 4,000 agents. A&H is a very 
good line with which to demonstrate 
to the new man that selling still is 
needed in the fire and casualty busi- 
ness. 


New York Life’s A&H training is in- 
tegrated with its life training course, 
Mr. Anderson said. 

Has any training operation solved 
completely the problem of getting pro- 
per underwriting of the business in the 
field or the proper completion of ap- 
plications? This question was left un- 
answered. 

Does any life company use a special 
agent on A&H, Mr. Perkins wanted to 
know. Berkshire Life has half a man; 
he spends half his time on life. The 
results for A&H have been good. Wil- 
liam Davis said State Mutual Life has 
a special A&H man who works out of 
the agency department, and this has 
proved effective. 

Mr. Smith said Royal-Liverpool 
trained eight special representatives 
for A&H work and in a few months 
they were producing $1,500 to $6,000 
of new commercial A&H business per 
month in areas that formerly had 
yielded $200 to $700 a month. This ef- 
fort snowballs. The only way to get 
A&H business is to go sell it, he said. 
The long life of A&H business makes 
the investment of this kind of effort 


pay. 


Al Hvale of Continental Casualty 
noted one advantage of developing 
special A&H coverages, that they have 
a low acquisition cost, and if a com- 
pany has a substantial amount of this 
business it brings down the over-all 
cost of the business. Continental Cas- 
ualty has a great many special agents. 

J. H. Norton of Continental Casualty, 
New York, commented that the only 
way to sell A&H is to send someone out 
to talk with prospects, or to see that 
agents do this, and special representa- 
tives fulfill this purpose. 

New York Life has A&H specialists 
in each of 11 agency divisions who sell 
New York Life personnel and agents 
on A&H and A&H selling. They go out 
to some extent with agents to help sell 
but mostly they are keeping company 
personnel sold. 

Mr. Smith said Royal-Liverpool has 
no persistency problem; he does not 
believe that other casualty companies 
operating through the local agency 
system have one. Local agents use a 
different renewal method than life or 
specialty A&H companies. Most casual- 
ty insurers send out the renewal two 
months in advance, in many cases the 
agents deliver the renewal. Insured is 
not faced with an almost immediate 
demand for money. Occasionally the 
agent banks for the good customer; he 
keeps the business in force until the 
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customer can or does pay. Local agents 
sell A&H to only their best customers, 
consequently there is no lack-of-money 
reason for lapse. 

“Our problem is how to discontinue 
a policy once it is on our books,” he 
said with some humor, “when insured 
gets old or becomes impaired.” The 
level commission also is a strong factor 
in the persistency of business. It is just 
as remunerative for the agent to resell 
the policy on renewal as to sell it the 
first time. The policy gets glued to the 
customer, he commented. 


The new sale is important, he added. 
part of good persistency is new cus- 
tomers. Each policyholder on the books 
gets a year older each year; conse- 
quently, new customers have to be 
sold to keep the over-all quality of the 
business up to level. 

He predicted that in a few years the 
A&H business will be principally non- 
can. He thinks it may be the only way 
to stop the present tide of criticism. 
When volume was smaller, the public 
paid little attention to the business, but 
now that A&H is the third largest in- 
surance line, the business is going to 
be continuously in the spotlight. Cer- 
tainly non-can will cure the persisten- 
cy problem. 

The average life of the A&H policy 
is 11 years in Mr. Larson’s company. 
He said it would be lower if the busi- 
ness were sold on coli canvass and 
without resale by the agent. If the 
agent uses A&H as a quick producer of 
income only, he will have trouble with 
persistency. 

Mr. Jones and Mr. Mueller said their 
companies paid extra for persistency. 

Mr.Mueller said his company shows 
the premium on its presentation bro- 
chures. Mr. Perkins said Union Mutual 
had a manual, discontinued it, and 
then brought it back. It is not com- 
plicated and agents use it. Mr. Jones 
said Mutual Life has a proposal form 
with rates aad application attached, 
but no rate book. It has a simplified 
rate calculator. Mr. Smith said most of 
the selling for his group is from a sales 


| kit. 


Mr. Larson said his company has a 
simplified A&H manual but for a long 
time he thought agents were using the 
fine presentation folders the company 
got out in order to make their sales, 
but discovered that they were using 
the manual. The company now uses a 
folder with rates attached. 


Anything the company does to sim- 
plify the agent’s sales task and make 
his life less complicated will stimulate 
sales, he said. One policy, for example, 
that was selling 6th or 7th in the Aetna 
Casualty list, climbed to the top (and 
has stayed there) after the company 
eliminated the necessity of the agent 
getting signatures of wife and child on 
the application. 

In fire and casualty, customers of 
local agents buy fire, workmen’s Com- 
pensation, automobile insurance, etc., 


/ but they rarely buy A&H. That has to 


be sold, Mr. Larson said. This poses a 
problem to which sales campaigns are 
the answer. His group sells 50 lines of 
insurance, and A&H is just one line, 
though a profitable one. 

Local agents are independent con- 
tractors, and they have to be induced 
and persuaded to sell. The agent who 
will not work for a commission will do 
so for a waffle iron or a bicycle, es- 
pecially if mama and the son find out 
about them. Particularly is this true 
when the waffle iron and bicycle are 
exiva over the regular commission. 


Possession of such items won in a sales 
contest also does something for the 
agent’s ego: he can show the items 
with pride and tell how he won them. 

Sales campaigns, such as those con- 
ducted by Aetna Casualty on Fridays 
the 13th, he said, will not solve all 
the sales problems, but they produce 
excellent results. 





Weiner Manager of NYC 


Agency of Equitable 


Equitable Society has appointed 
Milton Weiner of Hempstead as man- 
ager of its agency at 260 Madison ave- 
nue, New York City. He succeeds Mey- 
er M. Goldstein, who will devote full 
time to personal production at the 
agency. 

Mr. Weiner joined Equitable in 
1946 as an agent in the W. H. Wood 
agency, Hempstead, where he was 
named a field assistant three months 
later. The following year he was pro- 
moted to assistant agency manager. 
The unit he headed attained almost 
$5 million in ordinary production in 
1953 and led Equitable’s New York 
metropolitan district in credits during 
the 1954 April campaign. 





Woodson, Engelsman to 


Run School in Honolulu 


Benjamin N. Woodson, president of 
American General Life of Houston, 
and Ralph G. Engelsman, New York 
City sales consultant and former gen- 
eral agent of Penn Mutual, will con- 
duct a one-week sales school in Hono- 
lulu the week of Oct. 25 under the 
auspices of the Honolulu Life Under- 
writers Assn. 





Named V-P of Eastern 


Ned L. Pines, president of Stand- 
ard Circulation Service, Popular Li- 
brary and Pine’s Publishing, has 
been elected a vice-president of East- 
ern Life. He will be a finance officer 
of the company. Mr. Pines is pub- 
lisher of Silver Screen, Screenland, 
See, True Life Stories and pocket-sized 
books. 





e Continental Life of Houston has pur- 
chased the 12-story Union National 
Bank building for $1 million. 











When P. E. Murphy, right, was 
elected president and Leland C. Tall- 
man vice-president and manager of 
agencies of California-Western States 
Life, the agency force put on in their 
honor a spontaneous 10-day selling 
campaign. A minimum of six complete 
cash with application cases was set as 
the quota. The award was an auto- 
graphed copy of the above picture 
mounted in a leather binder, along 
with an honor certificate. Forty sales- 
men met the quota. 


Theme Set for Cal. Courses 


Theme for both the intermediate and 
advanced classes of the marketing 
course to be conducted by the Purdue 
school under sponsorship of Oakland- 
East Bay Life Underwriters Assn. at 
Mills College, Oakland, Cal., July 12- 
16, is “Stuff That Interviews Are Made 
Of.” Hal Nutt, director of the Purdue 


Atlanta, Ga.—James A McLain, presi- 
dent of the GuarRDIAN Life Insurance 
Company of America awarded to the 
Holcombe T. Green Agency the GUARD- 
IAN President’s Cup for 1954 at a dinner 
in the Capitol City Club in Atlanta. This 
award is given to the agency with the 
most outstanding achievements in a va- 
riety of qualifying activities during the 
previous calendar year. Mr. Green and 
his associates were cited for their all- 
around excellent performance in produc- 
tion, persistency, recruiting and honor 
club memberships. 

Runner-up spot in the competition went 
to the Julius M. Eisendrath Agency in 
New York, while third place went to the 
Charles P. Houseman Agency in Los 
Angeles. Rounding out the top five were: 
The Charles W. O'Donnell Agency, 











school, will be aided by E. B. Bingham 
and M. R. Wetherbee, assistant direc- 
tors, in conducting the course. 





e H. S. Crosby, life agent at Grand 
Rapids, Mich., has been named spe- 
cial assistant to the deputy adminis- 
trator of the small business adminis- 
tration in Washington. 


President James A McLain (right), GUARDIAN LIFE, presents the President's Cup 
to Holcombe T. Green, C.L.U., Manager for the GUARDIAN in Atlanta. 


HOLCOMBE T. GREEN AGENCY IN ATLANTA 
WINS GUARDIAN LIFE PRESIDENT'S CUP 


Washington, D.C., fourth; and James L. 
McDonnell’s Oakland, California Agency, 
fifth. 


According to the rules of competition, 
an agency cannot win the cup more than 
once in any four year period. GuaRDIAN’S 
Spaulder, Warshall & Schnur Agency in 
New York City was the winner of the 
cup in 1952—the first year the cup was 
placed in competition—and the Norman 
W. Remole Agency in Minneapolis won 
it last year. 

We are proud to salute Mr. 
Green and his associates, and all 
the fine fieldmen and women who 
represent GUARDIAN throughout 
the country, for their contribution 
to the company’s growth and 
progress. 


A MUTUAL COMPANY—ESTABLISHED 1860 


AH GUARDIAN Li. croree Gopery OF AMERICA 


FIFTY UNION SQUARE 


NEW YORK 3, N. Y. 





dental death - - - A COMPLETE package of protection. 


(non-assessable) 


E A. McCORD 
President 





Just What the Client Ordered! 


How many times has a prospective client said to you... 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements?” 


NOW Illinois Mutual Casualty Company 
has a completely different 
ALL-IN-ONE POLICY 


Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house confinement © Hospitalization 
© Surgical benefits ¢ Blanket medical expense (accident) © Travel accidents © Acci- 


Add this most salable policy to your sales portfolic. Territories open in: 
Illinois, Indiana, Ohio, Michigan, Minneseto, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 


Cc. C. INMAN 
Exectuive Vice-President 
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Prudential Expanding 
Michigan Operations 


Prudential is stepping up operations 
in Michigan with the opening of new 
ordinary agencies at Detroit and Flint 
and a branch at Royal Oak. It also 
has named new managers at Detroit 
and Grand Rapids. 

The new Detroit unit, the third ordi- 
nary agency there, will be headed by 
Willard A. Guerber, manager at Grand 
Rapids. It is in Detroit’s Northland 
shopping center and will be known as 
the Northland agency. 

Wilson F. Peeler succeeds Mr. Guer- 
ber at Grand Rapids. Mr. Peeler, for- 
mer special agent and division man- 
ager in the agency, has been a train- 
ing consultant in Prudential’s north 
central home office since 1952. 

The new agency at Flint, which will 
operate in 29 counties, is headed by 
Robert V. Wingers, who has been a 
division manager with the Motor City 
agency at Detroit. 

At Royal Oak the company’s new 
office will serve as a branch of the 
Motor City agency. Robert Evans has 
been named division manager in 


charge, under general supervision of 
Agency Manager Robert S. Gay. 

Frank L. Klingbeil, one of Pruden- 
tial’s most successful agency manag- 
ers, has turned over management of 
the Detroit agency to his son, William 
H. Klingbeil. The senior Mr. Klingbeil 
is retiring after 40 years with the com- 
pany, 22 of them in Detroit. His son 
has been with Prudential since 1946 
as agent and assistant manager in De- 
troit, training consultant in the home 
office and most recently as agency 
manager at Jersey City, N. J. 





Greer Named President 


of La. Company Assn. 


J. C. Greer, president of Union Na- 
tional Life, was elected president of 
Louisiana Assn. of Legal Reserve Life 
Insurance Companies at a_ recent 
meeting held at the home office of 
Guaranty Income Life in Baton Rouge. 
He succeeds George A. Foster, presi- 
dent of Guaranty Income. T. B. Mar- 
tin, president, First National Life, be- 
comes vice-president; F. G. Ray, vice- 
president, Guaranty Income, secretary- 
treasurer, and W. D. Huff, Jr., presi- 
dent, All American Assurance, chair- 
man of the executive committee. 
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New Opportunities For You 
As a GENERAL AGENT 





£ SOUTH If ‘lp live in these states there ES 
= — can be a rewarding future for 2 
‘3 you in our ex pansion pro gram. 


As aGENERAL AGENT with 
the GUARANTEE, you will 
have these AGENCY BUILD- 
ING TOOLS. 


e A complete line of insurance protection to 
sell, including LIFE, ACCIDENT, SICK- 
NESS, HOSPITALIZATION. 

e@ Two new financing plans. 

e Guarantee’s 5 Star Contract that gives 


High-caliber, aggressive men in other states who 
are interested in new fields of growth should also 
check with The Guarantee for available openings in 


For full information, write—or phone !—Atlantic 7100. J. D. Anderson, 
Agency Vice President, Guarantee Mutual Life Co., Omaha 2, Nebraska. 


Ralph E. Kiplinger, President 
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Clarify Job A&H Does 
tor Public: J. E. Powell 


(CONTINUED FROM PAGE 13) 

lion persons have insurance against 
loss of time provided by insurance 
companies and other private plans, all 
of which, with the exception of the 
Crosser act, have been developed with- 
out federal laws or supervision,” said 
Mr. Powell. “Upwards of 100 million 
persons have coverage against the costs 
of hospitalization, with a smaller pro- 
portion against the costs of surgical 
operations and medical care. There are 
still a large number of people who need 
our coverages and who can afford to 
buy them, but who either haven’t been 
approached, or just haven’t bought. We 
must make certain that this number of 
persons eligible, but uncovered, is re- 
duced to the lowest percentage pos- 
sible. We in the insurance business 
still have plenty of work to do.” 

Mr. Powell said that hospitalization 
insurance, particularly has been sub- 
ject to rather unfair newspaper and 
magazine attacks but that many in- 
formed persons feel these attacks have 
served a worthwhile purpose in that 
they have spotlighted certain short- 
comings in coverages and have stimu- 
lated the thinking of the industry to- 
ward revising its coverages to the end 
that an even better job can be done. 

“TI am happy to be able to say the 
responsible committees have been 





—- 


formed, and are even now at work on 
these problems,” he added. 

“Each of you in the business has a 
definite interest in A&H insurance re. 
gardless of whether or not you have 
produced a dollar of such business,” 
said Mr. Powell. “We feel that because 
of its personal nature and because of 
some of the problems we have outlineq 
here, the field of A&H insurance is first 
to be chosen in the battle between 
compulsion and socialization on the 
one hand and free enterprise insurance 
on the other. Should the A&H industry 
lose the fight against compulsion, it 
would mean the first establishment of 
a tremendous bureaucracy, the size of 
which we have never seen, with all its 
political implications and costs which 
aren’t even mentioned. An example of 
cost exists today in British Columbia 
where to finance a compulsory plan 
of hospital benefits they have now re- 
sorted to a 5% sales tax. And, having 
won the battle in this field of A&H, 
advocates of compulsion of all types 
would be greatly encouraged to push 
their ideas. It would be most naive to 
think that these same advocates of 
compulsion and socialization would 
stop with the A&H business and leave 
other insurance to private enterprise.” 





e The Lipscomb agency of Penn Mu- 
tual Life at Louisville is moving to new 
quarters at 603 West Liberty street 
after being located for more than 40 
years in the Starks building. 
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OPPORTUNITY 


An Old Line Legal Reserve Life 
Insurance Company, located in the 
Southeast, which is now in its 47th 
year of successful operation, is seek- 
ing the services of a qualified per- 
son to supervise its present agency 
organization in South Carolina, 
Georgia and Florida and to build 
new organizations in that territory. 
The person selected must have had 
life insurance selling experience and 
it is preferred that he has had 
supervisory experience. 


An attractive arrangement will 
be made with the person selected. 
Reply in strictest confidence to Box 
Z-36, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





WANTED - SALARIED SUPERVISORS 
Mid-western company with over $125,000,000 in 
force has real opportunity open for two or three 
field supervisors who can recruit and train new 
men and establish agencies. Salary open. Lib- 
eral expense account. Replies held in strict con- 
fidence. Territ west of Mississippi River. 
Address Box Z-I9, The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, If. 








ACTUARIAL ASSISTANT 
Excellent Opportunity 
BANKERS NATIONAL 
LIFE INSURANCE Co. 
MONTCLAIR, NEW JERSEY 








ACTUARIAL OPPORTUNITY 
Consulting Actuary desires to employ expe- 
rienced Actuary; good salary and participation; 
preferably one who is an Associate or Member 
of the Society. Address Z-37, The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 
4, Ul. 








ACTUARIAL ASSISTANT 
Well established Pacific Coast life 
insurance company has opening for 
actuarial assistant, under age 40, 
with four or more examinations, Ex- 
cellent opportunities for advance- 
ment. Liberal employees’ insurance 
and retirement plan. Write in con- 
fidence to Box Z-42, The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








POSITION OPEN 
Trust Company wants C.L.U., age bracket 
38-45, as Senior Trust Officer. Must have 
sales capacities. City in midwest, over 
100,000 population. Beginning salary $8000. 
Give business and personal history in reply 
addressed to Box Z-20, The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 


cago 4, Illinois. 








HOME OFFICE A & H CLAIMS SUPERVISOR 
Leading Southern Company has _ attractive 
opening for qualified man to head new A & H 
Claims Department. Full particulars as to ex- 
perience. Salary open. Inquiries strictly confl- 
dential. Address Z-14, The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








AGENCY DIRECTOR 
life—S&A 


If interested in associating rat with mid- 
west company in capacity of company officer, 
write with details of business and personal 
history, reference, remuneration expected, con- 
fidential. Address Z-41, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Smaller Group Insurers 
Favored in Federal Plan 


(CONTINUED FROM PAGE 1) 

Also, if it should work out that an is- 
suing company or reinsurer that has 
peen covering these associations under 
group contracts should wind up with 
less coverage under the formula than 
it has had on such associations, “the 
amount allocated to such company 
shall, upon the first reallocation as 
provided in...this section, be increas- 
ed to the amount of such decrease.” 

The reallocation referred to would 
be required at least every three years 
or any time one of the participants 
drops out. A company can discontinue 
at the end of any policy year on six 
months notice. 


Life coverage is approximately a 
year’s Salary, with a top of $20,000. 
An equal amount of accidental death 
and dismemberment is provided. Pre- 
miums are to be on a schedule “which 
the commission shall have determined 
on a basis consistent with the lowest 
schedule of basic premium rates gen- 
erally charged for new group life in- 
surance policies issued to large em- 
ployers.” The same procedure applies 
to AD&D. The usual system of divi- 
dends or rate credits is to be applied. 

If it should seem desirable to avoid 
an unduly high expense of determin- 
ing the actual age distribution of the 
amounts of group life in force at date 
of issue of the policy or at the end of 
the first or any subsequent year, a 
tentative average group life premium 
rate may be used, which may be re- 
determined at the insurers request if 
the assumptions appear incorrect. 

Employes would contribute up to 
25 cents per $1,000 for each bi-weekly 
pay period, with the government con- 
tributing an amount equal to half the 
employe’s contribution. 

The coverage will be placed on a 
negotiated basis, as the project is not 
considered appropriate for competitive 
bidding. 

e * e 

Robert Reno, Jr., Equitable Society, 
Chicago, a member of the NALU group 
insurance committee, said of the pro- 
posed bill that Section 8 (a), provid- 
ing for the lowest schedule of basic 
premium rates generally charged for 
hew group life policies issued to large 
employers, appears to him to “provide 
for a gross rate which would include 
loading or acquisition and servicing.” 
He further declared that the resolution 
made at the recent meeting of Illinois 
Assn. of Life Underwriters at Decatur, 
asking that the group committee of 
NALU or their representatives be a 
party to the negotiations, and formula- 
tion of the program should be given 
serious consideration by NALU and the 
companies’ committee now working on 
the details and formulation of the plan. 
Mr. Reno also pointed out that under 








James E. Ruth- 
erford, vice-presi- 
dent of Prudential, 
and Zenn Kauf- 
man, New York 
City, merchandis- 
ing consultant, De- 
catur sales con- 
gress speakers, 
shown with Sid 
Rotz, who is with 
Provident Mutual 
in Decatur. 





section 8 paragraph (2) (d) that it is 
apparent contingency reserves and the 
retention by the pool of underwriting 
companies will be controlled by the 
Commission charged with administer- 
ing such reserves and expenses. He 
expressed the hope that in completion 
of all the details the NALU group com- 
mittee will have further opportunity 
to meet with the companies’ committee 
with a view to providing “that in the 
development of the plan the govern- 
ment be urged to recognize and utilize 
the services of life insurance agents to 
the extent practicable.” 


Pacific Actuarial Club 
Holds Spring Meeting 


The spring meeting of the Actuarial 
Club of the Pacific States was held in 
Victoria, B. C., May 20-21, following 
a day of underwriting discussions held 
by the companion organization, Home 
Office Underwriters Club of the West- 
ern States. The meeting was conducted 
by A. C. Olshen, vice-president and 
actuary of West Coast Life, the club’s 
president, with Program Chairman 
Arnold Brown, 3rd vice-president and 
assistant resident manager of Metro- 
politan Life, presiding over the in- 
formal discussions. 


Two N. J. Agents Killed 


William H. Fee, 34, and Jack. C. 
Hayes, Jr., 30, agents of the Rowley & 
Talbot agency of Northwestern Mutual 
Life at Newark, were killed near Long 
Branch, N. J., when the car in which 
they were riding struck a stanchion 
in the center of the road. 

Mr. Fee joined the agency in 1938. 
He was one of the agency’s top pro- 
ducers and in 1952 wrote more than 
$1 million. 

Mr. Hayes joined the agency in 1951. 











e Eight men of Harper Bass general 
agency of Massachusetts Mutual Life 
are eligible for the company conven- 
tion at Banff Springs, Alberta, Can. 
The agency was opened in February, 
1952. 





House Vote on SS Bill 


Discouraging to Insurers 
(CONTINUED FROM PAGE 1) 
“seems to mark a long step toward 
transforming this minimum layer of 
protection into complete economic pro- 

tection.” 

Calling attention to the rise in pri- 
mary benefit from the present $85 
maximum to $108.50 and the boost in 
maximum family benefit, which would 
be $200 a month as against the present 
$168.75, Mr. Dunaway said. “When you 
consider that these benefits are tax- 
free, it becomes pretty apparent that 
if H. R. 7199 is enacted into law we 
will have reached the point where 
many people will feel that they have 
ample security provided by the govern- 
ment and will find their incentives: for 
private thrift and self-reliance reduced 
to a minimum.” 

Mr. Dunaway pointed out that the 
disability freeze provision in the bill 
would not only involve cumbersome 
administrative procedures but once 
these disability freeze provisions were 
incorporated into the social security 
act it would not be long until a federal 
system of cash disability benefits 
would be added. “In that case,” he 
said, “the cost of the OASI program 
would be enormously increased and the 
program itself would, we fear, be open 
to widespread abuses.” 





Ask Rehearing on 
Pacific Mutual Decision 


Claiming that the present value of 
the shares of Pacific Mutual Life are 
now worth approximately $45 million 
or about $90 a share; that the district 
court of appeals in its May 14 opinion, 
ignored many facts, made errors and 
was guilty of unethical conduct, the 
Stockholders Protective Committee of 
Pacific Mutual Life, has petitioned 
that court for a rehearing. 

The appeals court at San Francisco 
on May 14 handed down an opinion 
that the mutualization plan for Pacific 


Mutual was approved and it thus up- 
held the decision of the superior court 
which originally gave full approval and 
which the so-called Stockholders Pro- 
tective Committee has contested. 

If the court of appeals, which has 
until June 13 to grant or deny the re- 
hearing, denies the petition, Frank 
Gentles, self-described speculator who 
sparks the litigation, and his attorney, 
are determined to carry the case to 
the California supreme court. 

o e e 

Gentles, who said he has been buy- 
ing and selling Pacific Mutual stock 
for “a number of years” since the re- 
organization of the old company 
brought the new and bigger new com- 
pany into being, bought 25,000 shares 
in 1951 for a price of $6.50 a share. He 
said that previous to that he had 
bought shares as low as $1.50 per share 
and sold at a profit. He also interested 
Clint Murchison, Texas oil millionaire, 
in the scheme. Murchison, just be- 
fore the court of appeals took the case 
under advisement, offered to advance 
$17 million cash to pay off the non- 
can policyholders, and other costs, if 
the stockholders won out. In return, 
it was reported, he was to get control 
of the company. The court did not con- 
sider the Murchison offer on the 
grounds that it was not included in the 
issues before the court, primarily 
whether the decision of the superior 
court—which had never had the Mur- 
chison offer before it—was proper or 
improper. The higher court approved 
the decision of the lower court. 





Northwestern Names Two 


Northwestern Life of Seattle has ap- 
pointed John J. Szulerecki and Charles 
B. Calicoat general agents in the Spo- 
kane area. Mr. Szulerecki has been an 
agent with the company two years. Mr. 
Calicoat, better known as Chick Bryan, 
has been with Sun Life of Canada for 
several years. As Chick Bryan he is 
known for his radio shows and crches- 
tra affiliations in addition to insurance 
production. 








Two men long prominent in agents’ 
activities nationally, Robert Reno, 
Equitable Society, Chicago, and John 
Moynahan, Metropolitan, Berwyn, 
shown at the Illinois Association’s an- 
nual meeting. 
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Indianapolis Life takes unusual pride 
this year in having five of its representa- 
tives members of the Million Dollar 
Round Table. For them it’s an honor 
well earned . . . for our company—a 
mark of distinction. 
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Postal Life Holds 
Successful Meeting 


New promotional material, including 
mailing pieces on jumping juvenile es- 
tate building, mortgage protection and 
retirement plans, were presented by 
Postal Life at its 3-day convention for 
agents in Pocono, Pa. 

George Kolodny, president, was 
chairman of the meetings between 
rome office executives and qualifiers, 
and Milton Altschul, New York City, 
was in charge of the general agents’ 
association, of which he is president. 

Frank Rappleyea, Rochester, N. Y., 
was presented with the Honor Club 
plaque. Emil Kaselitz, agency secre- 
tary, was in charge of the convention, 
which, besides the business sessions, 
included a president’s reception, ban- 
quet and ball, and outdoor sports. 

Other promotional material in- 
cluded a new programminz booklet, 
“Look into the Future,” and material 
for capitalizing on Father’s day, June 
20. 

Mr. Kolodny discussed the charac- 
ter of a life insurance company and 
noted the growth of Postal Life, whose 
in force has doubled in four years and 
increased 25% in 1953 over 1952. This 
was accomplished without special con- 
tests or campaigns, he said. 

Sol Rosenthal, actuary, discussed the 
actuarial basis of the business. He said 
no one profits from lapses, policy- 
holder, company or agent, and lapses 
are actually relatively low. 

— e o 

In selection, Dr. Louis B. Dunn, 
medical director, said the company 
is not concerned with minute varia- 
tions from normal but with definite 
departures affecting only a minority 
of individuals. Single impairments are 
relatively simple but become more 
complex as the number of impairments 
increase. 

Henry Way-Silvers, underwriting 
executive, said he anticipates that the 
extra premiums charged for many oc- 
cupations will be adjusted downward 
soon. The company has been liberal 
with non-medical limits, which is a 
compliment to its agents. 

Arthur Milton, New York City gen- 
eral agent, discussed operation of a 
brokerage office, and Harold DeMian, 
Brooklyn general agent, ways of sub- 
mitting business to the home office for 
faster and better processing. 

James H. Hamill, general agent at 
Rochester, said profit sharing and in- 
sured pension plans are particularly 
popular with small and medium sized 
corporations. Plans are being submit- 
ted to Internal Revenue Service at 
four times the rate of three years ago. 

His personal selling methods were 
described by George Ross, general 
agent at Middletown, N. Y., who is a 
million dollar producer. Mr. Altschul 
summed up the meetings. 


Woodmen Reelect All 
on Management Board 


All members of the management 
board of Modern Woodmen were re- 
elected at the society’s head camp con- 
vention taking place in Chicago. Those 
reelected include H. L. Ruff, presi- 
dent, and John C. Phillips, national 
secretary, both of Rock Island, IIL, 
and directors R. H. Talbot, Lincoln, 
Neb.; W. Cable Jackson, Minneapolis; 
D. W. MacMeekin, Santa Rosa, Cal.; 
T. W. Cheney, Oklahoma City, and 
George H. McDonald, Rock Island. 

Two new members, C. J. Dawse, 
Milwaukee, and William Pittroff, St. 





Louis, were named to the three-man 
board of auditors along with Harry S. 
Redkey, Muncie, Ind., who was re- 
elected. 

The four-day conclave has a regis- 
tration of 710. One of the opening 
day’s features was an address by 92- 
year-old Past President Oscar E. Ale- 
shire, Helena, Mont., formerly of Chi- 
cago. 


Occidental Appoints 
Milner in Berkeley, 
Lund at Madison 


Richard J. Milner, former general 
agent in Berkeley, Cal., for Great 
Northwest Life, has been appointed 
general agent in Berkeley for Occi- 
dental Life of California. He succeeds 
Bruce Baker who was recently named 
brokerage manager in Oakland. 

After three years of sales experience 
with other industries, Mr. Milner en- 
tered the life insurance business as 
a general agent in Berkeley in 1952. 
He is an air force veteran. 

William R. Lund, former agent with 
Mutual Trust Life in Madison, Wis., 
has been appointed general agent there 
for Occidental Life of California to 
take charge of the company’s first gen- 
eral agency in Madison. 

A graduate of University of Wis- 
consin and a World War II veteran, he 
is a charter member of the University 
of Wisconsin Insurance Society, is a 
director of the Madison Life Under- 
writers Assn. 


Would Extend Agent's 
Status as Employe 


Under Benefit Plans 


WASHINGTON—Full-time life in- 
surance agents would be considered 
employes for the purpose of being in- 
sured under qualified tax-free A&H 
plans and the $5,000 tax-free death 
benefit, under an amendment to the 
tax revision bill approved by the Sen- 
ate finance committee. Full-time life 
agents who qualify as employes under 
social security were given employe 
status under qualified pension plans 
by a 1951 amendment. 





Elect Parker President 


of Nebraska Actuaries 


D. I. Parker, vice-president and ac- 
tuary of Security Mutual of Lincoln, 
was elected president of the Nebraska 
Actuaries Club at its spring meeting 
and F. E. Huston, vice-president and 
actuary of Guarantee Mutual Life, was 
elected secretary. 

Twenty-five Lincoln and Omaha ac- 
tuaries attended the meeting. Speakers 
included J. H. Ames, vice-president 
and actuary, Bankers Life, Nebraska, 
and H. L. Schwenker, vice-president 
and actuary, Lincoln Liberty Life. 





Wood Tops Chicago Slate 


Officers slated for Chicago Assn. of 
Life Underwriters by the nominating 
committee are Freeman J. Wood, gen- 
eral agent, Lincoln National Life, for 
president to succeed Roy D. Simon, 
Penn Mutual Life; 1st vice-president, 
George Huth, Connecticut Mutual Life; 
2nd vice-president, Henry W. Persons, 
Mutual of New York, and treasurer, 
Gerhard C. Krueger, Equitable of Iowa. 
William D. Davidson, Equitable So- 
ciety, is chairman of the nominating 
committee. The vote is by mail. 





Dr. Waldo on Chicago Program 

Dr. P. C. Waldo, medical director, 
Washington National, was the speaker 
on the program for a recent meeting 
of Chicago Home Office Life Under- 
writers Assn. 


Pasadena GAMC 
Rally Big Success 


“Making More in Fifty-Four” was 
the theme for the annual southwest 
area General Agents and Managers 
Conference at Pasadena and was at- 
tended by some 200 persons. It was 
easily the most outstanding conference 
yet held. Life Insurance Managers 
Assn. of Los Angeles was host, with 
Life Insurance Managers Assn. of San 
Diego and Life Insurance Managers 
Assn. of Long Beach participating. 

Co-program Chairman Russell L. 
Hoghe, Equitable Life of Iowa, follow- 
ing introductory remarks by Laural 
Miller, president of the Los Angeles 
association, covered the theme and as- 
serted that in the next five years the 
life insurance business will witness 
a 50% increase in new business, that 
the general agent or manager will 
make more if he does successful re- 
cruiting, practices economy of opera- 
tions, cuts down his costs and analyzes 
the production of the agency. 


* _ e 

A “make more by recruiting” panel 
followed, with George N. Quigley, Jr., 
Manufacturers Life, as moderator, and 
Neil Reilly, Equitable of Iowa; Melzar 
C. Jones, Connecticut Mutual; Sidney 
Barton, Penn Mutual and Frank Sha- 
mel, Equitable Society, as members. 

Each of the panel members said 
their training programs were set down 
in blueprint form, some on a year-to- 
year basis, some on a one-year basis 
and some long-range, and that the most 
important factor was ‘the ambition of 
the new man and how hard he will 
work to fit into the organization. 
Whether the supervisor did most of 
the interviewing brought out divided 
answers. The members also split in 
their answers as to whether talking to 
the wife of the prospective agent was 
vital. All favored a standardized re- 
cruiting talk. 

Rolla R. Hays, Jr., New England Mu- 
tual Life, speaking on “Making More 
Means Maintaining a Proper Balance 
by Economy in Fifty-Four” said it 
rests between income and expendi- 
tures and getting maximum efficiency 
from one’s operations within the 
framework of present fixed expenses. 

e e e 

Walter Gastil, Connecticut General 
Life, presided at the afternoon session. 
The first speaker, Lloyd Lafot, inspec- 
tor of agencies New York Life, on 
“Case Analysis to Make More in Fif- 
ty-Four”, said: “For many years I 
tried hard to figure a way around this 


constant pressure of developing new 
organization. I haven’t found a way ty 
beat it, so I now accept it as a basic 
operating procedure, and every day | 
do my best to make every member of 
the staff understand that this is the 
‘guts’ of the agency business.” 

There followed another panel with 
Walter Stoessel, National Life of Ver. 
mont, presiding, and with Kellogg Van 
Winkle, Equitable Society; Robert fF 
Woods, Massachusetts Mutual Life. 
Chase Wickersham, New York Life, 
and Carl Wood, Mutual of New York, 
as members. The problems under 
scrutiny were those confronting the 
general agent and manager locally ang 
had no direct nation-wide tie-in. They 
were handled in four categories: The 
general agent or manager himself, the 
mechanical aids, man power growth 
and organization of present man power, 

The conference closed with an ad. 
dress by Dr. Ray E. Untereiner, pro. 
fessor of economics at California Insti. 
tute of Technology. 





Finance Committee Alters 


Tax Bill Insurance Angles 
(CONTINUED FROM PAGE 1) 
ment would be given lump sum distri. 
butions made by qualified insured 
plans, as is already given to trusted 
qualified plans, in the case of employes 
leaving service. In addition, the com- 
mittee has extended this treatment to 
qualifed trusteed and insured plans 
with respect to lump-sum distributions 
made to beneficiaries of employes who 

die after retirement. 

7. The committee also decided to re- 
tain the House provision providing 
capital gain treatment to lump-sum 
distributions to employes. At the ter- 
mination of a plan because of a com- 
plete liquidation of a business. How- 
ever, the House definition of a com- 
plete termination of a business is to be 
revised to exclude purely formal re- 
organizations which do not involve a 
substantial change im employes. Also 
this treatment is not to be available to 
liqudations of a business which occur 
over an extended period of time. 


McLain Heads N. Y. C. of C. 


James A McLain, president of Guar- 
dian Life, has been elected president of 
New York chamber of commerce. 





George E. O’Hara, agent at Roanoke 
for Shenandoah Life, has announced 
his candidacy for national vice-pres- 
ident of U. S. Junior Chamber of Com- 
merce, which will hold elections this 
month in Colorado Springs. 





Late News 





Bulletins... 








(CONTINUED FROM PAGE 1) 
formerly manager there for Mutual Trust Life, as manager. Mr. Dotson entered 


the business in 1947. 


Guardian Adds to Mortgage Policies 

Guardian Life has reduced substandard premiums in its mortgage policies 
and has added to them a non-medical convertibility feature. The New pre- 
miums will apply only to policies placed on or after June 7. The mortgage 
policy consists of 20% ordinary life combined with 80% decreasing term and 
the amount that can be converted at any time is equal to the current death 
benefit. Mortgage policies on the 15-year pian now will be issued through 
age 60, on the 20-year plan through age 55, and on the 25-year plan through 


age 50. 


a = s 2 
Pru’s Union City Office Now Full Agency 
Prudential has opened a new agency at Union City, N. J., to supersede the 
Union City branch of the Jersey City agency. Manager is Jay L. Kaplove, who 


has headed the Union City Branch for 


two years. Organized to expand opera- 


tions in Hudson county, N. J., the new agency will complement the Union City 
district office, headed by Charles F. Lehmann. Mr. Kaplove is secretary of New 


Jersey CLU chapter. 
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Top commissions. 


Alters All replies held in strict confidence. 











AGENCY DEPARTMENT 


PEOPLES LIFE INSURANCE COMPANY 
FRANKFORT, INDIANA 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 
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Theo. P. Beasley, President Home Office, Dallas 
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| you can be certain that 
| your prospects gain 
the marked advan- 
tage of .. 








Over $14 Mutual Trust has been @ LOW NET COSTS 
Billion Dollars Life | soundly and economically @ FLEXIBLE SETTLEMENT OPTIONS 
Insurance in Force. managed fer the benefit @ *=NET LEVEL PREMIUM RESERVES 


of its policyholders on a 


enteral Says “My Company for 17 years has led all major life ne haemo @A STRONG SURPLUS 


insurance companies in net rate of interest earned on invested i ith t 
P | service with @ sFonG  BROFITABLE FIELD OPPORTUNITIES AVAILABLE 


assets —4.34% in 1953. This favorable earnings rate enables eenceat agency Fores Write to the Agency Secretary 
operating in a stable 













policies 


ow the Company to pay 4% interest on dividend accumulations __ ‘onda 


rortgage 
rm and and policy proceeds left with the Company. This means that e 


1t death - 
| I can offer my clients extra benefits through 4%.—ANOTHER Cal., Conn., ta., Ill., Ind., 





through 
through 


- ” Mass., Me., Mich., Minn., 
JEFFERSON STANDARD PLUS. N. HL, N. J., N. Y¥., N. D., 


JEFFERSON STANDARD 


Ohio, Pa., R. I., Vt., Wash., sd 
aaa LIFE INSURANCE CO. 


135 South LaSalle St., Chicago 


re, Life Insurance Company 
on City GREENSBORO, NORTH CAROLINA 



















“MULTIPLE 
PROTECTION: 


Designed especially for people who buy 






Life Insurance in moderate amounts 







IT’S DIFFERENT! IT’S NEW! 































ORDINARY LIFE INSURANCE 
Ages 0-65 
Sums Insured $1,000 — $2,999 
24 Adult and Juvenile plans 


PLUS 














AUTOMATIC ADDITIONAL FEATURES 
included in all “Multiple Protection” policies 
for Standard risks at issue ages under 56 

















Waiver of Benefits for Loss 
Premiums Disability Sunste foc Death of Sight or Limbs 














by Accidental Means 








e Attractive premium rates and policy provisions. 
e Available non-medically at age 40 and under with simplified application. 


e Two Special Premium Classes in addition to Standard for adults. 


Get full information from your local John Hancock office 






Ss 
MUTUALJLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 





